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Another “plus” has been added to 
the sales kits of Great- West Life rep- 
resentatives. It’s the new Estate 
Security Service.” 


The result of two years exhaustive 
field research and development, it 
may be applied equally well to 
simple programming or to estate 
analysis. 


By bringing the future into focus to- 
day, through Estate Security Service, 
Great-West Life representatives may 
now, more than ever before, tell 
policyholders and prospects: 


Your future is our business . . today. 


GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE-WINNIPEG.CANADA 
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Field Leadership 
by C.L.U.s Best Curb 
on Reds: Hanselman 


Would Necessitate Easing 
of Standards, Production 
Stress, Broadening of Aims 


Leadership of life insurance field 
forces by C.L.U.s is the best defense 
against subversive 
forces that are at- 
tempting to drive 


wedges between 
field men and their 
co-workers in the 
home office, _be- 
tween groups with- 
in the field forces 
themselves, and be- 
tween the general 
agents and the 
agents, Wendell F. 
Hanselman,  vice- 
president and su- 








perintendent of 
agencies of Union 
Cincinnati ‘C.L.U. 


W. F. Hanselman 


|Central, told the 
| chapter. 

Life insurance sold by private enter- 
prise and distributed through the agency 
system is the greatest obstacle to the 
elimination of the middle class, which 
in turn, is a preliminary to communist 
efforts to take over power, he said. 

While there is an obligation on the 
| part of every home office to do its ut- 
most to preserve the agency system, 
lthe kind of leadership that will hold the 
agency forces together must come from 
fwithin the ranks of the field forces 
themselves, Mr. Hanselman emphasized. 


Minority Will Control 


The leadership will be controlled by 
a minority, for leadership of large 
groups is always controlled by a minor- 
ity, he said. The question is which mi- 
nority will provide this leadership. It 
could be a solidly controlled minority, 
composed of a group that does very 
little thinking for itself and is easily 
controlled. 

“I leave it to your own thoughful 
analysis as to what would be the im- 
pact upon the agency system of distrib- 
uting life insurance if a controlled but 
organized minority of the weakest men 
in the field should come into a position 
where it would direct: the destiny of 
the agency system of distributing life 
insurance,’ he said. “In the best in- 
terests of life insurance and of the 
American public, this leadership must 
come from the top, from that group of 
men which has some control over its 


those who can qualify through strict 
written examinations and by demonstra- 
tion of the character of their service. 
What I am saying to you is that, in the 
best interests of our country, this lead- 
ership must come from the group of 
men and women who hold the degree 
of chartered life underwriters.” 


Prerequisites for Leadership 


Conceding that this is not so easy to 
bring about, Mr. Hanselman told what 
must be accomplished to lay the founda- 
tion for this leadership. 

First, the number of C.L.U.s must be 
substantially increased. The 3,000 pres- 
ent C.L.U.s represent less than 2% of 
the country’s licensed life agents. In 
order to establish an adequate founda- 
tion for the C.L.U. sphere of influence 
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Parkinson to Make Probers Sorry They 
Started Inquiry if It Isn't Honest 





If the proposed investigation of the 
life insurance industry is serious and 
honest it will be 
no detriment to 
the business, said 
President Thomas 
I. Parkinson of 
Equitable Society 
at the company’s 
Chicago luncheon 
celebrating the re- 
sults of the April 
“Par for Parkin- 
son” sales drive. 

On the other 
hand, if the inves- 
tigation is not seri- 
ous and honest, 
Mr. Parkinson 
promised to make the instigators sorry 
they started it. 

Those who have observed Mr. Park- 
inson in action had no doubt that he 
would—and could—make good on this 
promise if the necessity should arise. 

Congratulating the field force on its 
$500 million of production during the 
April campaign, he revealed that the 
company had passed the $5 billion in 
assets mark two days earlier. 


Would Cover NSLI, Too 


Discussing the proposed investigation, 
Mr. Parkinson said he noted that its 
scope was not confined to the life insur- 
ance companies but included the entire 
life insurance industry, which he said 
assures bringing in government life in- 
surance funds as well as private com- 
panies. He pointed out that while Equi- 
table’s insurance in force was doubling 
from $7 billion to $14 billion since 1940, 
National Service life insurance had 
gone from a high of $120 billion to less 
than $40 billion. If it should be thought 
there is nothing to look into in NSLI, 
there is the allegation that it costs 
NSLI four or five times as much to 
perform an act of life insurance service 
as it does a mutual company to do the 
same thing, he added. 

Mr. Parkinson also said he noticed 
that the budget makers are worried 
over NSLI dividends due service men, 
amounting to about $2% billion. 

“We pay dividends by going to the 
cash in our vault,” he said. “But if the 





T. I. Parkinson 


government administrators go to their 
life insurance funds they’ll find what 
Mother Hubbard found. NSLI divi- 
dends can come only from taxes or 
bond issues.” 

Mr. Parkinson said a serious, honest 
investigation would give the companies 
a chance to resell the life insurance 
business to the public. 


OKs Private Placements 


Touching on private sales of security 
issues to life companies, Mr. Parkinson 
said they are beneficial to the policy- 
holders and that Equitable has invested 
a lot of money in them and has had no 
default. He said there is no longer any 
question of serious competition with 
the bankers as most of these issues 
come to the life companies through the 
bankers. 

This leaves as the only objection the 
argument that such loans give the life 
companies undue economic power, 
which he termed as silly as anything 
that could be suggested. He said equi- 
table exercises no such power, not even 
with the TWA loan, which has been 
the source of a good deal of trouble but 
which is no longer a cause for concern. 
The airline now has $15 million addi- 
tional working capital and Equitable’s 
$40 million loan has been paid down to 
about $38 million. 


Gottschall Toastmaster 


Walter L. Gottschall, north central 
department director of agencies, was 
toastmaster, other speakers being Vin- 
cent S. Welch, agency vice-president, 
who presented to T. J. Brownlee, St. 
Louis, the president’s cup for being the 
company’s outstanding agent of the 
year; A. W. Green, St. Louis, and G. J. 
Woodward, Columbus, presidents of the 
south central and north central man- 
agers’ associations respectively, who 
gave the results of their departments; 
and Harold J. Rossman, Kansas City, 
south central department director of 


agencies. 
“Par excellence” agents in the drive 
were: North central, ordinary, L. L. 


Mills, Janesville, Wis., group, Depew 
Head, Columbus, O.; south central, or- 
dinary, Mike Minarik, Omaha, group, 
C. B. Beeks, Kansas City. 








there should be 8,000 to 10,000 full- 
fledged C.L.U.s, Mr. Hanselman said. 


He suggested that it may be neces- 
sary to make the C.L.U. examinations 
a little less difficult, though not drastic- 
ally lowering the standards, by any 
means. He pointed out that the actuaries 
found their examinations had become so 
difficult that there were not enough ac- 
tuaries to go around and that accredited 
actuarial science was not performing its 
function adequately. It was found 
better to ease the examinations a little. 


PRODUCTION ANGLE 








Second, a greater correlation must 
be established between successful pro- 
duction and the achievement of a C.L.U. 
designation. Mr. Hanselman conceded 
that there will always be those who can 
achieve academic success, but not busi- 
ness success, but nevertheless ‘C.L.U.s 
can do more to help their fellow mem- 
bers achieve reasonable success in pro- 
duction to reduce the percentage of fail- 
ures to a minimum, 

Mesa. the program of objectives for 
the C.L.U. movement must be expanded 
on a basis that will contemplate leader- 
ship, not only in the C.L.U. movement, 
itself, but of the agency forces of the 


entire country. 

“T have a deep conviction about the 
C.L.U. movement,” said Mr. Hansel- 
man, “a conviction that we must look 
here for the kind of leadership that will 
enable the agency forces of our coun- 
try to withstand the attacks of all sub- 
versive influences that are attempting 
to destroy the agency system of distrib- 
uting life insurance, thereby taking an- 
other step toward destroying the great- 
est bulwark of private enterprise, per- 
haps the last fortress which can defend 
our country against the inroads of so- 
cialism and communism.” 


Mr. Hanselman said that the radical 
doesn’t worry about government-dis- 
tributed life insurance, but he can never 
completely wipe out the middle class 
and impose socialism or communism 
on the country so long as there is a 
strong agency force that distributes life 
insurance on a comprehensive basis 
that gives every man the opportunity to 
provide for his family according to his 
own wishes. For this reason, he said, 
the agency system is the target of all 
subversive influences who would first 
destroy in order to impose a new form 
of government on the country. 

“The radicals know the latent power 
of the agency force, some 200,000 of the 

(CONTINUED ON PAGE 22) 


Attack Scope 
of Authority af 
FIC Hearing 


Hearing at Washington 
Draws 100 Insurance 
Men from All Fields 


By KENNETH O. FORCE 


WASHINGTON — The proposed 
rules for governing trade practices of 
mail-order insurance form the base for 
a federal insurance department covering 
the entire insurance industry, Moses G. 
tubbard, Commercial Travelers, Utica, 
and general counsel of International 
Federation of Commercial Travelers Or- 
ganizations, declared at the hearing held 
here Wednesday by federal trade com- 
mission. Under these rules, particu- 
larly No. 21, which relates to failure 
to pay just claims, the commission as- 
sumes very broad authority. If FTC 
intends to establish a complete federal 
insurance department, Mr, Hubbard said 
the industry should know about it. 

He entered a general objection to most 

of the rules because they confer too 
much authority, some of them are not 
clear, and state laws already adequately 
cover. : 
_ Henry Miller, director of trade prac- 
tice conferences for FTC, presided. 
About 100 attended, representing every 
line of insurance. The life, fire and cas- 
ualty people were on hand and their 
unofficial reaction seemed to accord 
with Mr. Hubbard’s conclusions, Among 
the commissioners attending were AIl- 
lyn of Connecticut and Harrington of 
Massachusetts, who are members of the 
commissioners’ liaison committee with 
FTC, which was scheduled to meet with 
that body Thursday. 


Wendell Berge Appears 


Wendell Berge, counsel of Assn. of 
Insurance Advertisers, and A. 
Layne, Jr., of his staff made the first 
appearance. 

Mr. Berge said his group thinks the 
practical application of public law 15 
is that it exempts from the federal anti- 
trust laws, including the FTC law, any 
practices which are approved by state 
regulatory law or administrative action 
pursuant to state law, so that “there is 
a wide area of concurrent jurisdiction.” 
The test should be whether the law of 
the insurer’s domicile authorizes or pro- 
hibits or directs certain conduct. That 
would be a simpler test. 

Mr. Berge urged the commission not 
to get involved in a two-state test of 
application of the rules. So far as defi- 
nition is needed as to what is mail-order 
and what is agency, he thought the 
language his association proposed in 
its rules using the word “personal soli- 
citation” iby a licensed agent to be pre- 
ferable to the FTC rules language. 


Wants Replies Exempted 


Mr. Berge urged that an express ex- 
emption of personal letters of company 
officials in reply to questions should be 
made in the definition. Such letters are 
not in the same category, he said, as 
mass advertising. The rules should not 
apply to such letters, and it is im- 
practicable to require such letters to 
comply with the regulations. 

Henry Miller asked if Mr. Berge drew 
a distinction between personal letters 

(CONTINUED ON PAGE 28) 














2 


HteNATIONAL UNDERWRITER 


May 27, 1949 





N. Y. Agents Hear 
Sales Talks On 
New IDB Cover 


_ Record 800 Attend 
Program Sponsored By 
Life Underwriters Assn. 


NEW YORK—Attendance exceeded 
800 at the May educational meeting of 
the New York City Life Underwriters 
Assn., which featured an analysis of the 
state temporary disability benefits law 
and a discussion of its sales possibili- 
ties. Speakers were Edmund B. Whit- 
taker, vice-president of Prudential in 
charge of group, and Paul D. Hicks, 
Equitable Society, New York City. 

A slate of officers was presented by 
the nominating committee as reported in 
last week’s issue. The election will take 
place at the annual meeting June 9. 

After discussing the background of 
the legislation, Mr. Whittaker pointed 
out that there are a number of prob- 
lems which cannot be cleared up until 
the regulations are issued by the state 
workmen’s compensation board. For 
example, he said, the law provides that 
disability benefits may be written on 
groups down to four although the pres- 
ent group life minimum is 25. He be- 
lieves that plans on under 25 employe 
groups can be written now if they are 
non-contributory but he said the com- 
panies would probably not write them 
unless all the employes are covered, 


Sample Commission Earnings 


Of the total of 170,000 employers he 
doesn’t expect that the state fund will 
write more than 20,000, leaving 150,000 
for the private carriers. Based on expe- 
rience in other states, he said, agents 
can probably earn $50 by writing a 
10 life case or $500 by writing a 100 life 
case. Life agents will not need an 
A. & H. license to write the business 
until 1951, he said, although there is 
some doubt that they can write surgical 
or hospital benefits in addition to the 
disability coverage with only a life 
. license. 

He predicted that there would be 
a great streamlining in home office 
methods to write the total of plans that 
can be written. He said Prudential ex- 
pects to write about 15,000 of the plans. 
This task requires new methods of pre- 
mium billing, etc. It is very compli- 
cated, he said, to write coverage on a 
percentage of payroll basis. In New 
Jersey, for example, a case is written 
on a 1% basis is fine if written in Janu- 
ary and then for succeeding years. But 
many employes earn the first $3,000 of 
their salary in the first nine months and 
this means that on cases written in the 
last quarter on a percentage of payroll 
the companies get very inadequate pre- 
miums for the coverage. 


New Jersey Producers Interested 


Mr. Hicks recalled that many New 
York agents went over into New Jer- 
sey last fall and winter before the law 
went into effect there and said that New 
Jersey producers would enter New 
York to write the business. They’ll 
provide considerable competition, he 
said, because of their experience. 

There is a great market for the cov- 
erage in New York City, he said, be- 
cause proportionately there is less 
group A. & H. written there than any- 
where else in the country. Most New 
York employes are clerical and many 
firms use salary continuance methods. 
This contrasts with industrial sections, 
where there is much of group A. & H. 
in force already. 

He urged agents to sit down and list 

(CONTINUED ON PAGE 25) 





Life Office Management Assn. Holds 
Spring Session at Chattanooga 





Life insurance companies can save 
substantial sums of money without in- 
curring any ill-will from their policy- 
holders or their field forces if they will 
eliminate premium receipts, George W. 
Skilton, comptroller Connecticut Gen- 
eral, declared at the spring conference of 
Life Office Management Assn. at Chat- 
tanooga this week. 

He made a strong plea that other 
companies adopt the “receipt on request” 
plan. In summarizing the advantages of 
the plan, he listed savings in postage, 
paper, printing and in clerical time, plus 
actual increased good-will among policy- 
holders who see and appreciate the 
economies being obtained. 

The importance of an educational pro- 
gram“in introducing the plan could not 
be over-emphasized, he said. The good 
will engendered by such a program will 
pay handsome dividends. The policy- 
holders were invited to tell what they 
thought of the new system; out of 
150,000 notices mailed out during the 
first fifteen weeks, 482 policyholders 
asked some question. Most of them 
were completely satisfied with a letter 
from the home office. There were only 
240 unfavorable comments, a little over 
15/100 of one percent, and many of these 
policyholders were subsequently sold on 
the plan. Only three brokers and agents 
have complained. 

Certain procedural changes have been 
necessary, Mr. Skilton said, as a result 
of the new premium-on-request plan, 
among them the method of mailing divi- 
dend notices, of handling premiums 
charged up under the automatic premium 
loan provision, and of capitalizing unpaid 
loan interest. In every case, he declared, 
alternative methods have been dveloped. 

No building erected for such a spe- 
cial administrative purpose as life insur- 
ance operation can be considered ade- 






close. Mr. Trivette says: 


interview.” 
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Commentary 


The Standard Approach 


From Waiter Trivette, an outstanding underwriter in Com- 
monwealth’s Central-Kentucky Ordinary Agency, comes prima- 
facie evidence of the value of a good standard approach and 


“In all of my calls I use a standard approach with which to 
introduce myself and my business affiliation. In this approach, 
I attempt to dispel from my prospect’s mind the fear that I 
am going to try to sell him now. I do this by telling him that 
I have no idea whether or not my services as a life under- 
writer will be of interest just now, but that I do have an idea 
that has been of interest and value to many men in positions 
similar to his. This method of approach tends to relieve the 
prospect of the fear of being sold now and also arouses curi- 
osity as to what my idea is that interests others. A suitable 
key question at this point will usually lead to a successful 
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quate unless it has a number of special 
features developed and tested during the 
past 20 years, said Harold C. Pennicke, 
management consultant of New York 
City. 

Among the features which Mr. Pen- 
nicke listed were an underfloor electrical 
service which permits access to telephone 
and power connections in almost any 
required location; sound-absorption treat- 
ment; a properly designed fluorescent 
lighting system properly located and 
wholly adequate washroom facilities, 
and at least mechanical ventilation for 
all large work-areas and air-condition- 
ing if the locality or other conditions re- 
quire. Also essential for an adequate 
life insurance office building, Mr. Pen- 
nicke said, are the minimum number of 
columns in open work-areas consistent 
with the practical problem of construc- 
tion cost; the minimum amount of built- 
in-partitions, the remainder of the de- 
mand for private offices to be supplied 
with movable partitions; automatic tem- 
perature controls for each room or area; 
ceiling heights which are in proper pro- 
portion to the size of the largest work- 
areas and floors sufficiently substantial 
to carry the concentarted weight of 
modern office machinery and other heavy 
equipment. 

Declaring that only a comparative 
few of American business corporations 
are operating with a clerical efficiency of 
even 60% of potential possibilities. Mr. 
Pennicke blamed layout and building 
facilities as an important contributing 
factor. 

A blue-print for a life insurance man’s 
preparation for administrative responsi- 
bility was drawn by Kenneth B. Piper, 
vice-president Provident Life & Acci- 
dent. Declaring that the man preparing 

(CONTINUED ON PAGE 26) 
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Dineen Implores q 
Insurers to Rise to 
Occasion in TDB 


Wants Many to Enter 
Field and Hold Line 


on Expenses 


Superintendent Dineen of New York 
in addressing the spring meeting of 
American Mutual Alliance at Chicago 
Tuesday on New York’s new disability 
benefits law said that to rise to the oc- 
casion, a substantial number of com- 
panies — large, medium, and small — 
should undertake to write this business 
and in doing so, should keep expenses 
within reasonable limits and to see that 
the rate of overall return to workers in 
loss payments reflects credit on the in- 
surance business, 

He said if private enterprise in the 
insurance business does not write this 
line and handle it on an economical and 
efficient basis, the drift will be toward 
a governmental agency and when enough 
business gravitates toward state funds, 
the legislative trend will be toward the 
creation of a governmental monopoly. 

The question of the compensation for 





Producers has a direct bearing on the 
question of expense. The producer | 
should be paid a reasonable commis- | 
sion, ‘Commission levels traditionally | 
have been lower in mandatory forms of 
insurance than in optional just as the 
percentage of commission has generally 
been lower in group forms than on 
business individually written. It is ex- | 
pected, he said, that the new commission 
levels will reflect these established char- 
acteristics. Excessive commissions would 
raise the cost of the insurance and play 
into the hands of those who contended | 
that the payment of all production ex- 
pense could have been eliminated by | 
creating a governmental monopoly. 


Competitive Play Allowed 


There is no direct control of produc- 
tion expenses under the New York law. 
Premium rates are to be determined 
competitively. In ordinary life insur- 
ance, competition on rates led to run- 
away commission competition and New 
York was compelled to enact its ex- 
pense limitation laws which has coun- 
trywide extra-territorial effect. On the 
other hand, the history of group insur- 
ance production expense has been the 
reverse. Hence it was felt that it would 
be premature to enact an expense lim- 
itation statute on TDB and the busi- 
ness and producers were entitled to 
demonstrate that competition would not 
be carried to excess in the way of com- 
mission payments. 

However, Mr. Dineen observed that 
the department has two A. & H. laws 
that can be brought into play, one pro- 
viding that an insurer shall not issue a 
policy which shall not appear to be 
self-supporting on reasonable assump- 
tions as to morbidity or other appro- 
priate claim rate, interest and expense. 
The other law requires prior approval 
of policy forms and provides that the 
approval may be withdrawn if the bene- 
fits are unreasonable in relation to the 
premium charged or if the contract con- 
tains provisions which are unjust, un- 
fair, inequitable, contrary to law or to 
the public policy. 

These laws serve to prevent the sale 
of insurance at less than cost and also to 





prevent the sale at excessive prices. 

Mr. Dineen emphasized that work- 
men’s compensation insurance is inex- 
tricably interwoven with unemployment 
insurance and TDB. Hence, decisions 
reached on TDB may ultimately affect 
workmen’s compensation. 
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Actuarial Society 
Holds Last Meeting 
of 60-Year History 


Completes Arrangements 
For Merger with 
American Institute 


NEW YORK—Theme of the Actu- 


arial Society of America’s final meeting 
here was the cul- 
mination of 60 suc- 
cessful years. Mem- 
bers looked forward 
to the formation of 
the new Society of 
Actuaries through 
the merger of the 
Society and the 
American Institute 
of Actuaries as a 
helpful step in solv- 
ing the future ac- 
tuarial problems of 
the business. The 
attendance was ex- 
actly 500 of which 
333 were fellows and 167 associates. 

Horace R. Bassford, vice-president 
and chief actuary Metropolitan Life, 
and president of the society, was chair- 
man. 

Among the major topics of discus- 
sion were the increased sales of term 
insurance, mortality experience and ex- 
pense savings on non-medical business, 
pension and group coverages, reserve 
strengthening programs, the use of in- 
vestments in preferred stocks rather 





Bassford 


H. R. 


) than debt issues to support group an- 








nuity writings, and mortality improve- 
ments due to war time developments in 
medical techniques. 


Dr. Hunter Reminisces 


Dr. Arthur Hunter, retired chief ac- 
tuary of New York Life, reminisced at 
the 60th and final meeting of the so- 
ciety. With 50 years of membership 
behind him, Dr. Hunter was in an ex- 
cellent position to review its origin 
and its development up to this, its final 
meeting. In striking contrast with their 
counterparts of today, actuaries of the 
pre-society era had little or no part in 
business administration. They were re- 
garded simply as mathematicians who 
should be excluded from active partici- 
pation in business affairs. 

With establishment of the society 
with its exacting program of selection 
and training of members, the prestige 
and value of the actuary grew. Today 
his opinion and counsel are sought and 
valued in all phases of operation. 

Dr. Hunter emphasized the coopera- 
tive efforts of the members of the 
society with the Assn. of Life Insur- 
ance Medical Directors in mortality in- 
vestigations, and the excellent service 
performed for the government by mem- 
bers of the society as civilians and serv- 
ice personnel. 


Name Press Committee 


A new press committee has been 
named, consisting of E. D. Armantrout, 
Provident Mutual, chairman; W. C. 
Johnstone, State Mutual, vice-chairman 
for the eastern division; Kenneth Piper, 
Provident Life & Accident, vice-chair- 
man for the western division; M. A. K. 
Ellis, Metropolitan Life; Allen L. Myer- 
son, now with the Institute of Life 
Insurance but shortly to join National 
Surety; Thomas E. Gill, London Life; 
Frank L. Griffin, Marsh & McLennan; 
Carl R. Ashman, Lincoln National and 
Charles A. Taylor, Life of Virginia. 

A number of speakers discussed the 
increased issue of term insurance. Henry 

- Rood, second vice-president and ac- 
tuary Lincoln National, presented fig- 

(CONTINUED ON PAGE 24) 
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Mutual Life to 
Train Corps of 
Future Leaders 


A management training course, de- 
signed to develop most of the company’s 
future leaders from the ranks of present 
employes, has been started by Mutual 
Life. The course will be conducted by 
Donald Hyer, who supervises home of- 
fice training. 

A group of 13 employes selected from 
all departments on the basis of education, 
demonstrated ability and the results of 
examinations, will participate in the 
course on a full-time basis for an entire 
year. At the end of training, they either 
will be named to higher positions or 
return to their previous positions until 
vacancies at a higher level take place. 
Participants in the course will main- 
tain their classification and salary status 
during the training period, but will be 
relieved of responsibilities for produc- 
tion. 

The training program will consist of 
formal courses, seminar discussions and 
special projects on company operations 
or problems. 

L. W. Dawson, executive vice-presi- 
dent, stated the plan will provide a re- 
serve of well-trained personnel for pro- 
motion to supervisory and staff positions 
and pave the way for personnel advance- 
ment on a company-wide basis, rather 
than within departmental limits. 


Life Women Elect 


Dorothy M. Boond, New York Life, 
has been reelected president of the 
League of Life Insurance Women. Other 
board members elected for another year 
include Edythe Milton, Nellie Leeds, 
and Vera Sundelson, all of Equitable 
Society, vice-presidents; Ruth. Geller, 
Home Life, treasurer; and Ethel Bre- 
gan, Penn Mutual, secretary. 





Overseas Flights 
No More Hazardous 
Than Domestic 


Recent experience indicates that in- 
ternational flights of U. S. scheduled 
airlines involve no greater ' passenger 
hazard than domestic flights, James E. 
Hoskins, actuary Travelers, and chair- 
man of the aviation committee of the 
Actuarial Society of America, said in 
presenting the committee’s report at the 
60th anniversary meeting of the society 
in New York City. 

The 1948 domestic flight experience 
of scheduled airlines was good, Mr. 
Hoskins also said, offsetting the heavier 
fatalities of 1947 with the result that 
the past four years do not show any 
material change in trend in fatality 
rates for this type of flying. Except in 
the instructional class, recent experi- 
ence under non-scheduled flying indi- 
cates fatality rates continue at about 
pre-war levels. 


Celler Confers with Senate 
Rules Committee Members 


WASHINGTON—Rep. Celler has con- 
ferred with members of the Senate com- 
mittee on rules and administration re- 
garding the McCarran resolution to in- 
vestigate the life insurance industry. 
The resolution was on the agenda for 
the regular meeting of the committee 
this week. 








Writes Pension Booklet 


Joseph Schwartz, superintendent of 
pension trust sales of Occidental Life, 
has written a 48- ~page booklet, “In Pen- 
sions We Trust,” which deals with vari- 
ous types of pensions. It is published 
by Charles D. Spencer & Associates, 
Chicago. 








surance before. 


about buying a home. 





The Silversmith 


Alfred M. Dupuy, of our L. M. Bargeron Agency in 
Birmingham, tells of selling a very young man: 


“The most interesting case I have had so far is the 
one that came to me easiest. 
$26,560 on a young man who had never bought life in- 
He is a silver designer in Birmingham. 
I would have thought of his income as on a low level. 


“While waiting for a policyowner of mine, the head of 
a department in the jewelry concern, I heard him mak- 
ing inquiry of a lawyer as to how a minor would go 
It developed that the minor was 
going to get married shortly. 
policyowner who pointed out the young man to me and 
said that he made about $600 a month. 


“T arranged for my policyowner to introduce me with 
a prestige-building introduction. 
job that the prospect said, ‘Yes, I believe I do need some 
insurance. What do you recommend: 


THE PENN MUTUAL LIFE INSURANCE CO. 
Joan fg ree 


INDEPENDENCE SQUARE, PHILADELPHIA 


It was in the amount of 


I made inquiry of my 


He did such a good 
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Equitable Society 
Forums ‘‘Resell’’ 
Insured Pensions 


Fallacies of Cut 
Rate Approaches 
Bared for Clients 


A home office team of Equitable So- 
ciety pension experts has been barn- 
storming across the country “reselling” 
the value of insured pensions to present 
clients by reviewing the field in a thor- 
ough way which will forearm clients 
against ill-advised moves in this day 
of unprecedented pressures for pension 
changes. Members of the team, which 
has held sessions at Boston, Pitts- 
burgh and Chicago, and is now on its 


Bers ord 
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N. E, Horelick 


John M. Hines 


way to San Francisco and Los Angeles, 
are N. E. Horelick, manager of the 
group department, who acts as modera- 
tor at the pension forums, J. M. Hines, 
director of group annuities and R. M. 
Peterson, associate actuary, who serve 
as discussion leaders. At each stop, the 
home office men have addressed repre- 
sentatives of upward of 200 pension 
clients in multi-state areas centering 
around the cities where they stop. They 
are aided in each city by local Equit- 
able Society pension and group staffs. 

At Chicago Mr. Hines warned against 
the blandishments of self-insured trus- 
teed plan advocates of “low cost” pen- 
sions. There is no magic in pensions 
that enables management to shave off 
the honest cost of a pension, he said, 
warning that before a corporation lis- 
tens to the siren call of cheaper pen- 
sions, it should make sure that it has 
all the facts in the case. 

Mr. Hines and Mr. Peterson inveighed 
against pension planners who will cut 
estimated cost by using antiquated mor- 
tality tables. Mr. Peterson explained at 
considerable length how the improving 
mortality at all ages in the last three 
decades is playing hob with group an- 
nuity mortality estimates. He said there 
is no mortality table in existence that is 
really satisfactory for this purpose as 
it stands without careful additional ac- 
tuarial allowance made for continued 
improvements in mortality at all ages 
and consequent higher cost of annuities, 

Through the use of graphs, Mr. Peter- 
son showed that the standard annuity 
mortality table with ages set back one 
year at 244% which Equitable Society 
is now using, is adequate to match 
present experience and to-.allow a mod- 
erate provision for future improvement 
in mortality. In contrast, he showed 
how many of the other tabular assump- 
tions dangerously underestimate mor- 
tality, particularly the combined an- 
nuity table which is still in use by some 
pension “experts.” He charged there 
is far too much backward looking in 
mortality estimates by independent pen- 
sion planners and made the point that 
only an insurance actuary trained in a 

(CONTINUED ON PAGE 23) 
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Take Back 
Seat at Rally 
of Accountants 


Reeser 

John Stuart of Employers Casualty 
was elected president of Insurance Ac- 
counting & Statistical Assn. at the an- 
nual meeting at Edgewater Beach hotel, 
Chicago. 

The meeting came close to being stu- 
pendous. There were about 800 res- 
ervations, the very large attendance 
being attributable to regulation 30 in the 
fire and casualty business, which pro- 
vides for uniform classification of ac- 
counts and that raises absorbing and 
perplexing questions. There were com- 
panies that had as many as 10 members 
of their accounting and statistical de- 
partments on hand. ’ 

The complexion of the organization 
has undergone a radical change. It 
was formed in 1928 as an outgrowth of 
a small group of life insurance men that 
had been gotten together in central 
Illinois by the representative of Inter- 
national Business Machines and_ that 
was converted into a formal organiza- 
tion largely under the influence of 
James Craw of National Old Line, 
who was then with the Illinois insur- 
ance department, and who died in 
March. He was the first president. 


Fire-Casualty Preponderate 


For many years the organization was 
composed almost entirely of life insur- 
ance interests, but with a sprinkling of 
casualty and fire people, mainly mutual. 
Today the fire and casualty interests 
preponderate although there was a very 
substantial representation of life insur- 
ance people. 

At this meeting a separate A. & H. 
section was established. 

J. S. Pieringer, Jr., secretary of Com- 
mercial Standard of Ft. Worth, the out- 
going president, was made chairman. 
Vice-president for life insurance is 
George Hamilton, Phoenix Mutual Life, 
and for A. & H. R. A. Mclver, Wash- 
ington National, Secretary is L. J. 
Hale, Kansas City Life. 

New directors include Ralph Kennon, 
Northwestern National Life, and A. J. 
Schnese, North American Accident. 

At the opening session, an address by 
Francis John Hurley, general attorney 
of the Kemner companies, substituted 
for James Kemper, head of that or- 
ganization, in extending greetings. He 
said the only thing that pays off in the 
insurance business is good judgment, 
and he declared that the judgment of 
insurance management is no_ better 
than the accuracy and completeness of 
the material that the accountants and 
statisticians provide. Statistics, he de- 
clared, are useful only when they form 
a basis for judgment. 


Regulatory Problem 


In the realm of regulation, Mr. Hur- 
ley declared that the states have not 
won a secure victory yet. The cam- 
paign will not be won until the coopera- 
tion between states and the insurance 
business is such as to make it crystal 
clear that state insurance supervision 
has afforded its own proof that it is best 
in the public interest and that sound 
insurance companies can grow and pros- 
per, and meet the needs of the public. 

Adequate supervision in one or a 
few states is not enough. There must 
be uniformity in regulation. Progress 
has been made in this direction but 
such progress has to be multiplied 
many times if authority and federal 
control is to be escaped. 

Mr. Hurley went on to look at the 
general economic scene and said the big 
question today is whether the country 
is entering a mild recession or a serious 
depression. He ventured the opinion 
that no one knows. New factors of un- 
predictable weight are making the eco- 
nomic scene particularly puzzling. No 
one today has very firm faith in his 
own forecasts. Modern rearmament is 
costly to an unprecedented extent. He 
expressed the belief that it cannot be af- 





forded for an indefinite period without a 
fiscal breakdown. Rearmament is nearly 
as costly as waging a war. He pointed 
out that the value of our money has 
been debased 50% due to the second 
war. He said that uncertain prices that 
prevail today are nearly as bad for the 
economy as high prices. We are not 
now in a depression but there is a real 
danger of talking ourselves into one, 
he declared. Confidence and courage 
should be the watchword. He counseled 
against crossing the bridge of the next 
depression until it is come to. 

6 Van der Feen of National 
Surety, president of Assn. of Casualty 
& Surety Accountants & Statisticians, 
in a brief talk said the group that he was 
addressing constitutes the only joint 
forum for life, A.°& H., fire, marine, 
casualty-surety, etc. He said there is 
the utmost necessity these days for the 
various elements in the business to get 
together because the day of multiple 
line underwriting powers is here. So 
far, he remarked, the life insurance 
people occupy a_ secluded portion of 
heaven but, he said, if they had partici- 
pated in some of the discussions that are 
currently taking place in the fire-casu- 
alty fields, he wonders how secure the 
life people would feel. 

Then a talk was given by E. F. 

(CONTINUED FROM PAGE 27) 


Don’t Make Plans 
You Won't Follow, 
Managers Told 


“The job of agency management is so 
complex that by comparison the agent’s 
job is a carefree joy 
ride,” Lewis W. S. 
Chapman told the 
New England area 
management con- 
ference held at 
Swampscott, Mass. 

Mr. Chapman, di- 
rector of company 
relations of L.I.A. 
M.A. was the final 
speaker and sum- 
med up the two-day 
meeting conducted 
by the general 
agents and man- 
agers New England 
group. W. Eugene Hays, general agent 
New England Mutual, Boston, was 
chairman. 

“An analysis of the manager’s job in 
our new book, “Managing an Agency,” 
shows 12 main functions,” Mr. Chapman 
said. “This breaks down into 85 sub- 





L. W. S. Chapman 


heads. There are over 275 different parts 
of the job. 

“Some managers have a certain fanj. 
liarity with the job and hope to achieve 
a_ degree of success through diligent 
effort, persistency, trial and error, doing 
the job by ear and by making many false 
starts and stops. 

“Other managers achieve true mas- 
tery of the process of agency manage. 
ment. They know each step, and they 
know the sequence of steps; they know 
the weight of various steps. For these 
managers, mastery of the steps and ge. 
quence makes results a certainty—be. 
cause they follow a known _ process, 
That’s the principal difference between 
a successful manager and an unsuccess- 
ful one. 

In a discussion of specific points in. 
volved in agency planning, he urged 
managers to plan carefully both long. 
range and short-range activity. “The 
payoff step is carrying out your plans,” 
Mr. Chapman said. “It is fine to have a 
schedule but more important to follow 
it. Don’t make plans unless you are 
going to follow them through.” 





J. Hiles Templin, branch manager 
Great-West Life at Hamilton, Ontario, 
has been named to represent Canada 
at a meeting of the World Alliance of 
Y.M.C.A.’s in Switzerland in July. 
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$10 per $1,000 income to 
age 65, or maturing date if earlier, 


’ . 
: DISABILITY INCOME: when policy regardless of form 
’ matures for full face amount. 
‘ 
Sub-standard to 600% of mortality; 
SUB-STANDARD: _ special i tion duod ulcers, 
pernicious anemia, diabetics. 
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A Light 
at 28 
Elm Street 


manager The sun had gone down and the 
A - purple of dusk was turning to the dark 
lliance of | of night. A middle-aged man, smoking 
uly. his pipe contentedly, walked down 


tree-canopied Elm Street. 


As the man passed number 28, 
he saw a light come on in the living- 
room. It was a cheerful light that, 
somehow, seemed warmer than any of 
the lights in neighboring windows. 


The man often walked down 
Elm Street and every time he saw 
that light in the window he felt the 
same glow of satisfaction. It meant 
that all was well within. Mrs. Allen 
had put her two children to bed and 
had settled herself for an evening of z 
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Yet how different it might have TT LLe 
been. The woman was alone with two | HLL il Tt 
children, but hardship had not moved | Wi 8 | j TTL 


in with them. 


The man in the street was a 
modest man, but he could not help 
feeling that he had played an impor- 
tant part in this story. He remembered = ee 
the night he had persuaded Mr. Allen 
to take the step that had meant so 
much to his family just three years 
later. He could not help but feel that, 
if Mr. Allen could somehow be walk- 
ing with him tonight, he would put a 
hand on his shoulder and say a sim- 
ple, ‘I’m glad you came over that 
night.” 

The man walked on, thinking 
back upon his own life. He had been 
a New York Life agent for fifteen years 
and often—like tonight, for instance 
—he felt that he had chosen the best 
possible career for himself. He whistled 
softly as he turned off Elm Street 
and headed toward home. 


NEW YORK LIFE 
INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 


Naturally, names used tn this ‘sory are fictttious, 
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Home Appoints Two 
Associate Actuaries 


Duties of Department 
Realigned to Provide for 
New Group Activities 


William Allan and Guy W. Pickering, 
assistant actuaries of Home Life of New 
York, have been advanced to associate 
actuaries in a realignment of duties in 
the actuarial department in preparation 
for the company’s entrance into the 
group field. 

The actuarial department will be div- 
ided into the ordinary division and the 
group and: research divisions. The offi- 
cers of the department under the joint 
over-all direction-of Theodore A. Stem- 
merman and Owen C. Lincoln, actu- 
aries, will divide their functions as fol- 
lows: 

Mr. Stemmerman, in addition to his 
over-all direction of the department, will 
give particular direction to the activities 
of the ordinary division. 

Mr. Allan, as associate actuary, will 
be in immediate charge of the ordinary 
division, which will comprise a number 
of sections corresponding to units pre- 
viously known as divisions. 








H THE MEN WHO WIN 


IN THIS BUSINESS ARE THE 
MEN WHO ALWAYS MEAS. 
URE THEIR ACCOMPLISH- : 
MENTS BY WHAT THEY BE. 
LIEVE THEIR CAPACITIES 
TO BE. 


A few days after our May Manage- 
ment Plans Service had been mailed, 
the following letter was sent to us: 
“I enjoyed immeasurably the Paul 
Speicher letter in the current Man- 
agement Plans Service—probably be- 
cause, if for no other reason, you 
have put so admirably and sensibly 
what I have been feebly trying to 
say for a good many years, and par- 
ticularly since I have been in this 
job as Director of Agencies, which 
is now going on eleven years. Un- 
doubtedly this fine message will re- 
ceive countless acknowledgements of 
this kind. Nevertheless, I felt the 
urge so strongly to write you that I 
saw no reason for attempting to stifle 
it. Walter L. Gottschall, Equitable 
Life Assurance Society, Chicago.” 


Title of the May Paul Speicher let- 
ter is “The Center Is Strong.” It 
deals with truths which have worked 
in the lives of many successful pro- 
ducers. If you would like a copy to 
read and pass along to your agents— 


WE WILL BE DELIGHTED TO 
SEND IT WITH OUR COMPLI. 
MENTS. E 


PAUL SPEICHER 

Monoging Editor 
THE INSURANCE 
RESEARCH & REVIEW SERVICE 


\ INDIANAPOLIS 














Frederick T. Bernhard, claim man- 
ager, will continue the responsibilities 
which he has exercised in the unit pre- 
viously known as the claim division and 
which will now be known as the claim 
section of the ordinary division. 

In the group and research division, 
Mr. Lincoln, actuary, in addition to his 
over-all direction of the department, will 





G. W. Pickering 


William Allan 


give particular direction to the activities 
of the group and research division, 

Mr. Pickering, as associate actuary, 
will ibe in immediate charge of this divi- 
sion. During the past year he has been 
quite active in the establishment of the 
company’s group program, to which he 
will continue to contribute by working 
closely with administrative officers of 
the group department. 

Mr. Allan joined Home Life in 1933. 
In 1941 he was appointed actuarial su- 
pervisor and in 1942 he was appointed 
assistant actuary and became a com- 
pany officer. He is a graduate of Am- 
herst College. ; 

Mr. Pickering joined Home Life in 
1935, after taking his M.A. degree in 
mathematics at Brown University. He 
was appointed an actuarial superivsor 
in 1941 and was appointed assistant ac- 
tuary and became a company officer 
the following year. He is a graduate 
of Columbia University. 

Mr. Allan and Mr. Pickering are 
fellows of the Actuarial Society and 
members of the American Institute of 
Actuaries. 


Cincinnati Assn. Now 
Has Executive Secretary 


CINCINNATI—Mrs. Mary C. Shafer 
has been appointed executive secretary 
of the Cincinnati Life Underwriters 
Assn., with headquarters at 109 Hotel 
Gibson. Mrs. Shafer has a wide experi- 
ence in business and for the past seven 
years has been secretary of the Kelley- 
Koett Manufacturing Co., x-ray equip- 
ment makers at Covington, Ky. Prior 
to that, she was in charge of the systems 
department of the Gibson & Perin Co., 
Cincinnati. Mrs. Shafer operates the 
Home Secretarial Service. 

The new phone number of the Cin- 
cinnati association is Dunbar 7192. It 
has been a number of years since the 
Cincinnati association has had an ex- 
ecutive secretary. 





NAIC Life Subcommittee 


to Meet in N. Y. June 10 
NEW YORK—Superintendent Dineen 


of the New York department has called 
a meeting of the subcommittee of the 


life committee of the National Assn. of 
Insurance Commissioners at the New 
York department June 10. The group 
life insurance standard provisions 8 and 
9, particularly conversion costs, will be 
considered. 





Dr. Davis W. Gregg, assistant profes- 
sor of insurance at Ohio State Univer- 
sity, will serve on the staff of the Stan- 
ford University graduate school of busi- 
ness during the summer quarters. 





Eastern Life Insurance Athletic 
League will hold its first annual golf 
tournament at the Forest Hill Golf Club, 
Newark, June 23. 





C. Milton Sherman, Northwestern 
Mutual, Toledo, has qualified for the 
fifth successive time for the Million 
Dollar Round Table. 


Quarter’s In-Force 
Rise Was Slowed 


First-quarter data compiled by L.I.A. 
M.A, confirm the evidence that ordinary 
insurance in force is increasing, but at 
a decreasing rate. Its survey reports a 
slight decline in new business for the 
first quarter of 1949, combined with a 
slightly increased termination rate. 

Projecting ratios to an annual basis, 
L.I.A.M.A. reports that during the first 
quarter, companies operating in the 
United States wrote new business at the 
rate of 10.88% of the total ordinary in 
force at the beginning of the year. The 
comparative figure for 1948 is 11.78%. 
Terminations for all causes were 4.66% 
of the total as against 4.48% for the 
first quarter of 1948. The net gain is 
6.22%. Net gain for the same period last 
year was 7.30%, 

Although the peak year for new busi- 
ness was 1946, terminations have been 
slowly but steadily increasing since 1944. 
Consequently, a diminishing rate of an- 
nual gain has been produced, although 
the rate of new business has remained 
high. In 1944, the termination rate was 
3.31% and continued as follows: 1945, 
3.35%; 1946, 3.97%; 1947, 4.61%; 1948, 
4.68%. 


Teachers Study Business 


Northwestern Mutual Life is partic- 
ipating in the college-business exchange 
program of Foundation for Economic 
Education, Inc., for 1949. The founda- 
tion has awarded 30 fellowships to col- 
lege instructors to study business poli- 
cies and practices of various business 
firms. Edwin O. Dwyer, business ad- 
ministration instructor at Montana State 
University, and Ruth E. Shallcross, eco- 
nomics instructor at Lawrence College, 
will spend six weeks at the Northwest- 
ern Mutual home office under this plan 
of bringing teaching and actual business 
practices together. 


Medical Section of 
A.L.C. Plans Forum 


Dr. Harry W. Dingman, vice-presj- 
dent Continental Assurance will be mod- 
erator at an open forum for the annual 
meeting of the Medical Section of the 
American Life Convention which is to 
be held June 23-25, at The Homestead, 
Hot Springs, Va. Other details of the 
program for the meeting have been pre. 
viously reported. 

The open forum, which conclude the 
program on June 25, has been set up as 
follows: 

Alcoholics Anonymous: What About 
Their Longevity? Dr. William M. Gen. 
ther, Continental American. 

High Blood Pressure, Past History: 
What Relationship to Longevity? Dr. 
Henry B. Rollins, Connecticut Mutual. ” 

Monthly Income Disability: Is Malin. 
gering a Problem? Dr. John W. Abbott 
Paul Revere Life. . 

Medical Director: Is He Adviser Only, 
or Insurance Executive? Dr. Ernest J’ 
Dewees, Provident Mutual. 

“Potpourri” — Questions and answers 
from the floor. 





Arnold Has Own Company 


Alan F. Arnold has left his position 
as life department manager of Schiff, 
Terhune & Co., New York, and formed 
Arnold & Co., an insurance consulting 
firm which will work with general jin- 
surance brokers as their life department. 
Mr. Arnold expects also to train agents 
and place them with brokerage houses 
that need a full time man in their own 
life department. 

Mr. Arnold had been with Schiff, Ter- 
hune for 30 years with the exception 
from 1925-31 when he was a Massachus- 
etts Mutual agent. 


George S. Van Schaick, former New 
York superintendent and former vice- 
president of New York Life, who is now 
practicing law at New York, has become 
associated with the law firm of Oliver & 
Donnally at 110 East 42nd street. 
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That Acquaintance 


Chl MeMblen 
i. C ep £ 


Confidence begets Friendship; and Friend- 
ship begets Business. This office offers warm 
hospitality to those who come in to make 
or renew acquaintances. Pleasant and prof- 


itable business relationships thus develop. 


Clifford L. McMillen 
347 Madison Avenue 
New York 17, N. Y. 


No. 19 of a series — No. 18 appeared last week. 





begets Confidence; 
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Kramer Outlines Pension Plans at 
Managing General Agents’ Session 





NEW YORK—Pension planning is 
a direct responsibility of management 
and should be accepted as a problem 
to be solved as soon as possible by the 
owners, H. K. Kramer, assistant vice- 
president of the Borden Co., said at 
a discussion of this subject before the 
American Assn. of Managing General 
Agents here. It should be worked out 
cooperatively between owners and em- 
ployes. Nothing can be gained by de- 
lay. Superannuation problems increase, 
they do not become less with time. 
There are no real serious problems in 
the operation of a well designed pension 
program. The real problem is trying 
to live without one. 

Whatever method of funding is used, 
it is most important that at the date 
of retirement each employe’s retirement 
income either is adequately guaranteed, 
as through insurance company funding, 
or there are sufficient funds available 
to carry his payments to ultimate death. 
Insurers emphasize their guarantees 
and convenience in using their facili- 
ties in setting up a pension plan. Some 
banks and many independent actuaries 
maintain that self-administered plans 
are not only less expensive but have 
greater flexibility. 


Self-Administered Plans 

Mr. Kramer believes there are cer- 
tain situations which should be handled 
through self-administered trusteed plans, 
such as union welfare funds. Primarily 
this is because union objectives elimi- 
nate most of the safeguards that are 
required for cost control in insurance 
company funding. There is also the 
factor of extreme flexibility which is 
almost a necessary requirement under 
any collective bargaining agreement. In 
some situations combinations of self- 
administered trust funds and insurance 
fundings are desirable. The cost sav- 
ings in One method of funding over an- 
other may sometimes be very real, al- 
though in average cases Mr. Kramer 
has found them more often than not 
to be greatly exaggerated. Certainly 
there is no such thing as “the only one 
method” of funding a pension program. 
He is skeptical of using any other 
method than insurance funding for 
groups of less than 500, and many 
groups of more than 1,000 are insured. 
The Borden Co. has approximately 
3,300 insured under a group annuity 
contract. Actuaries differ as to the 
minimum size of a group which should 
utilize the group annuity method of 
insurance funding. He thinks this is 


Stock Rights Offered 


WASHINGTON — Government Em- 
ployees Ins. Co. has mailed warrants to 
its stockholders entitling them to buy 
shares in its Government Employees 
Life affiliate at the ratio of 1.2 shares 
of GELICO stock for each share of 
GEICO at subscription price of $1.50 
per share. Bid price on GELICO rights 
has been $3 with none offered, while 
$4.50 was bid on GELICO stock, with 
none offered. 

The life company will have 200,000 
shares of $1 par common stock out- 
standing, of which 150,000 shares are of- 
fered to GEICO stockholders and 50,000 
“incentive” shares offered to GEICO 
officers, directors and employes. 

Leo Goodwin, president of both com- 
panies, says all officers and directors of 
GELICO have agreed to serve at least 
two years without pay and have also 
agreed not to sell their stock for two 
years unless to the company at the 
Original $1.50 price. 


Utah Assn. Maps Plans 


Utah Life Managers Assn. devoted the 

ay meeting to plans for the 1949-50 
Season. Meeting with the group was the 
Tecently appointed commissioner, L. M. 
Terry, who made a few remarks, 
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a case of examining the company and 
its employe roster, but said that before 
group annuities were used there should 
be a fairly sizable minimum premium, 
more than 150 employes. 

For employe groups up to 50, 100, or 
even 150, he recommends use of in- 
dividual deferred annuity contracts. 
This has been criticized as the most 


inflexible means of all, but criticisms 
can be readily overcome with proper 
eligibility and vesting provisions in the 
plant itself. A recent study shows that 
individual income deferred annuity 
plans cover an average of less than 50 
employes per plan, group annuities an 
average of 700 to 800 employes per 
plan, and trusteed plans an average of 
about 1,000 employes per plan. 

On the surface, individual deferred 
annuities appear the most costly of all 
three types. Cost comparisons are con- 
fusing because after all in pensions as 
anything else the buyer comes pretty 


deferred annuity provides 


close to getting exactly what he pays 
for, Mr. Kramer said. The individual 
substantial 
death benefits before retirement and 
provides a guaranteed pension for a 
minimum of 10 years after retirement, 
two things which neither of the other 
two plans do. In most small organiza-" 
tions where large amounts of group life 
are not available, the death benefit be- 
fore retirement is important in the oper- 
ation of the plan, and the 10 year 
guarantee is desirable in a small or- 
ganization where other avenues are not 
open for providing this protection. 








ment. 


If you ask one of our happy represent- 
atives, he will tell you that the biggest 
factor in his success is our exclusive and 
highly salable policy contracts, which re- 
duce sales resistance to an absolute mini- 
mum. Generous commission schedules and 


Who cares about money? Well, we know 
that Franklin representatives do. They 
must. They earn so much of it. And year 
after year those earnings increase. Last 
year our top 100 representatives aver- 
aged cash earnings of $23,492.00 


Look at these figures :* 


The top 10 averaged $55,665.21 
The 25th man earned $26,340.95 
The 50th man earned $19,031.05 
The 100th man earned $12,223.93 
The 136th earned over $10,000.00 
The 200th earned over $8,000.00 


We think that a happy, prosperous 
agency organization is of vital importance 
to the permanent success of a company. 
Perhaps that is why our company has 
shown such an amazing growth during 
the past nine years of present manage- 


sincere Home Office friendliness are con- 
tributing factors, too. 





Who Cares About Money? 





* Based on reports to the Collector of Internal Revenue. 
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One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over $675,000,000.00 insurance in force. 








8 


FteNATIONAL UNDERWRITER 


May 27, 1949 


——__.., 











Most Experience 
on Non-Medical Is 


Found Satisfactory 


NEW YORK—The cost of medical 
applications has increased; the expense 
saving on non-medical more than offsets 
increased mortality on this class of busi- 
ness; and the costs per $1,000 and the 
mortality on preferred compared with 
standard business are lower, the discus- 
sion of the Actuarial Society of America 
here indicated. 

Prudential found that extra mortality 
costs on non-medical issues were about 
$1 per $1,000 ages 31 to 34. Similar 
costs were about four times as high for 
ages 35 to 39. A. P. Morton, assistant 
actuary of that company, presented the 
data, which was based on issues since 
the war under rules permitting $5,000 
non-medical to age 30, $3,000 from 31 
to 35, and $1,200 ages 36 to 40. 


Early Policy Years 


E. C. Henderson, vice-president and 
actuary, Connecticut General, said his 
company’s recent experience for non- 
medical insurance showed the extra 
mortality to be concentrated in the early 


policy years, and that above age 35 at 
issue the savings in expense does not 
offset the extra mortality experienced. 

E. W. Marshall, vice-president and 
actuary, Provident Mutual, discussed 
problems involved in satisfactorily com- 
paring non-medical mortality experience 
with medical experience. Companies 
would do well to reappraise non-medical 
costs, particularly at ages over 30. Mr. 
Marshall’s paper was read by Walter 
Keen, Equitable Society, secretary. 

C. M. Sternhall reported that the ex- 
perience of Metropolitan Life under its 
non-medical ordinary business had been 
satisfactory. For ages at issue below 
30, mortality experience had actually 
been lower than on medically issued 
business. For ages above 30 mortality 
had been higher and the extra cost in- 
creased with the age at issue. Present 
medical fees are 25% higher than the 
old scale and are graded by amounts of 
insurance, He expressed the opinion 
that non-medical business was very prac- 
tical at the younger ages but that cau- 
tion was required for ages over 40. 

The mortality rate of non-medical 
business was 22% higher during the 
first five policy years, but, surprisingly, 
a little bit lower than medical experi- 
ence for higher durations, W. J. Novem- 
ber, associate actuary Equitable Society 


said. The overall ratio was 108%. Sav- 
ings in no-medical expense more than 
offset extra mortality costs so that there 
may be reason to consider further lib- 
eralizations in non-medical underwriting 
rules. He said one company has gone 
to $7.50 per medical examination. 

L. R. Martin, vice-president and actu- 
ary, Connecticut Mutual, said its experi- 
ence on non-medical insurance was so 
favorable it does not seem in order to 
restrict non-medical underwriting rules. 
Increased cost of medica! examinations 
had been offset by larger average sized 
medical policies. 

C. C. Shepherd, actuary, Travelers, in- 
serted a note of caution, stating that 
mortality experience on its non-medical 
business issued at ages over 40 was 
much higher than on business issued un- 
der 40. Experience in New York City 
was much less favorable than elsewhere. 
He suggested that 35 might be a rea- 
sonable age limit for non-medical busi- 
ness. 


Preferred Risks Experience 


In discussing preferred risk policies, 

Pickering, assistant actuary 

Home Life, indicated that the average 

size on standard policies has been in- 

creasing more rapidly than on preferred 

policies with the result that. the first 
(CONTINUED ON PAGE 22) 
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THE 


HOME OFFICE, NEWARK, N. J. 


... didn't believe in doing things half way. That's 
why, as protectress of the home and family, she 
would have been pleased with the Prudential’s 
Family Income Riders — because they allow the 
modern protectors of the home and family to 
do a complete job. The Family Income Riders— 


Provide $10, $15, or $20 a month per $1,000 
of basic policy for 10, 15, or 20 years from 
policy date — the extra premiums are pay- 
able for only 8, 12, and 16 years, respec- 


Include Waiver of Premium Disability bene- 
fit on standard risks. 


May be attached at issue to most Ordinary 
policies, including those rated Special A and 


Commissions are paid at the same rate as for the 


PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 


a mutual life insurance company 


WESTERN HOME OFFICE, LOS ANGELES, CALIF. 











Styles McCarran 


Resolution as 
Ill-Advised 


INDIANAPOLIS—There is no mo. 
nopoly and there are no monopolistic 
practices in the field 
of life insurance 
and the proposed 
investigation of life 
insurance by Con- 
gress is umneces- 
sary and ill-advised, 
Claris Adams, pres- 
ident of Ohio State 
Life declared at a 
joint meeting and 
luncheon of the In- 
dianapolis Chamber 
of Commerce and 
the Indianapolis 
Life Underwriters 
Assn. 

Robert J, Mueller, Prudential, vice- 
president of the association presided i in 
the absence of Easley R. Blackwood, 
Metropolitan Life, and president. Frank 
Hoke, president of the Chamber of Com- 
merce spoke on the importance of the 
life insurance industry in Indianapolis 
as well as nationally, and introduced 
Mr. Adams. 

Just ten years ago life insurance was 
subjected to a thorough inquiry which 
covered every conceivable phase of op- 
erations and it did not reveal the slight- 
est vestige of monopoly nor the abuse of 
economic power, Mr. Adams said. The 
situation has not changed and now in- 
vestigation will develop precisely the 
same facts. 

“As the president of a moderate sized 
company, I can testify with authority 
that in no field of private enterprise do 
the smaller units of a business compete 
with such evident equality,” he asserted. 
There is no economic area in which 
competition is keener, yet the smaller 
companies are growing more rapidly 
than the larger ones proportionately. The 
states have forty-eight policemen on the 
life insurance beat. It is not necessary 
for a Congressional committee to spend 
$100,000 and the better part of a year 
in order to get the facts which are 
readily available to everyone, he declared, 
All such a committee has to do is to 
call in a dozen of the insurance commis- 
sioners of the various states to learn 
quickly and authoritatively all the facts 
about any phase of company operations. 

When an institution becomes large 
and successful, there are those who sus- 
pect it and if it is big they think it must 
be bad, Mr. Adams stated. Life insur- 
ance companies are large only because 
they are the repository of the small 
savings of the many millions, Its real 
home is on Main Street because that is 
where its policyholders live, and where 
its policyholders live is where life insur- 
ance performs its real function. 





Claris Adams 





C. B. McKenzie Leaves 
Protective for Paul Revere 


Charles B. McKenzie, agency vice- 
president of Protective Life has re- 
signed to join Paul Revere Life as 
manager of some of its southwestern 
agencies. He will move to Dallas 
shortly. 

Until further notice, A. C. Wellman, 
vice-president, will exercise general su- 
pervision of the agency department. 





Correction on J. R. Wilson 


James R. Wilson, former United States 
Life agency assistant in the A. H. 
division, has been named vice-president 
of the Insurance Research Service gen- 
eral agency at Kansas City, in charge 
of A. & H. group. Erroneously the 
story in the May 13 issue of THE 
NATIONAL UNDERWRITER gave the impres- 
sion that Mr. Wilson had been named 
to that position at the U. S, Life home 
office. 
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Southern Cal., Arizona Managers 
Hold Area Meet at Los Angeles 





LOS ANGELES —‘“Money, Men, 
Market, and Morale” was the topic for 
discussion at the area meeting of South- 
ern California and Arizona _ general 
agents and managers. More than 50 
attended the one day meeting. 

Lloyd Lafot, inspector of agencies of 
New York Life, presided at the opening 
session. Laurence S. Morrison, re- 
search consultant Life Insurance Agen- 
cy Management Assn., talked on 
“Money.” 

Mr. Morrison pointed out that rising 
costs plus a possible leveling off of new 
business require better management to 
show a profit. He cited the case of one 
general agent who since 1934 had a cler- 
ical salary increase of 86%, but who was 
able through improving work efficiency, 
increasing average size policies, and re- 
ducing the number of collection items 
to effect an expense rate cut of 74%. 


Stresses Training 


Merwyn D. Cramer, Bankers of 
Iowa, spoke on “Men.” He said that 
the general agent’s principal function is 
to develop man power and he devoted 
his remarks to his methods and plans 
to train as many men as possible to be- 
come career agents. He stated that 
70% of his successful new agents came 
from his present organization, 20% 
from personal contacts and 10% from 
centers of influence. In presenting the 
work to a new agent, he dramatically 
took.the new man with him in an 
imaginary walk down Main street meet- 
ing and talking with people who had 
problems which thad to tbe solved by 
money and pointed out that life insur- 
ance Was a certain way to provide the 
money to meet inescapable costs, both 
in family and business situations, 

Walter S. Payne, Prudential, 
sided at the second session. 

Discussing “Markets,” Mark S. True- 
blood, inspector of agencies Union Cen- 
tral, said that unlike other markets 
where the customers would come to the 
source, life insurance must be taken 
to the customer. The market consists 
of three elements: Population, the earn- 
ing power of the population and the 
number of trained men dispatched into 
that population selling life insurance. 
From that standpoint, Mr. Trueblood 
declared, the market depends on dif- 
ferent factors than other markets yet is 
a tangible market which can be anal- 
yzed. These tangible factors include 
people, the business level and the im- 
pact of governmental policy. 

The general population increase, the 
greater number of family units and the 
iurther trend toward ubanization caused 
by the recent war all are favorable to 
the market, he said. More people, more 
families, the greater necessity of life 
insurance for the urban resident are all 
good for the market and these factors 
have greatly increased in the last eight 
years, 

The second main factor, the business 
level which affects the market is uncer- 
tain in the future, Mr. Trueblood said, 
but he believed as long as the demand 
for American goods remained at the 
present level, high income, high employ- 
ment and high consumption would be 
maintained in the United States. Though 
the national income recedes from the 
$200 billion level in 1949, the national 
income will be three times what it was 
in 1940, he pointed out. 

Considering the governmental picture, 
Mr. Trueblood said he considered most 
of it satisfactory from the point of view 
of the business. 


Not Socialized Medicine 


For he contended that socialism in the 
United States was not just around the 
corner and that Truman’s health insur- 
ance program was not socialized medi- 
cine but merely a compulsory national 
medical insurance plan. 

A recent development he styled hope- 
ful was the disposition on the part of the 
treasury department and the president to 


pre- 


XUM G 


listen favorably to arguments to abolish 
double taxation in the manner of tax- 
ing corporation profits and the indivi- 
dual income from dividends. 

Bruce E. Bare, New England Mu- 
tual, speaking on “Morale,” defined it 
from the insurance point of view as the 
state of mind, the attitude, the point of 
view which colors the agent’s feelings 


and influences his behavior in every 
phase of his relation to his agency, his 
company, his manager and his work. 
Morale is only slightly the work of the 
home office so that the responsibility 
falls on the general agent, although an 
agency’s morale is not easily recogniz- 
able by a general agent or manager. 

In more ways than many realize, the 
agencies are influenced by personalities 
on a day to day basis, Mr. Bare said. 
A general agent should reflect enthu- 
siasm, confidence, optimism and in gen- 
eral give an impression of financial soli- 
darity. 


One of the most unfortunate things 
to develop over the past years has been 
the alleged conflict of interests between 
general agents and agents as evidenced 
in the suggestion of a formation of 
separate organizations, he asserted. Part 
of the blame lies on the general agent 
as there should be a complement of ef- 
fort rather than a conflict of effort. In 
order to combat this there must be an 

“open door policy” so that all of the 
agents will know what is in manage- 
ment’s mind. 

In considering the morale of an 

(CONTINUED ON PAGE 22) 
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For full details, 
see our General Agent 
or our Group Fieldman 
in your community. 
Massachusetts Mutual 
home office Group 
Representatives are 


located in these cities: 








GROUP TOPICS 





Minimum of 100 lives 





G000 NEWS @ @ @ and it is good news when a leading 


eastern mutual life insurance company announces an important new contract. 


ETA07) GROUP PERMANENT RETIREMENT INCOME 


Check your Pension and Profit-Sharing prospect lists with this new contract in mind. 


Minimum $300,000 initial insurance 


Liberal Group Life limits 


Additional income available through Group 


Retirement Annuities 


Complete plan administered within Group 


Department 
ATLANTA CLEVELAND 
BALTIMORE DETROIT 
BIRMINGHAM GREENSBORO 
BOSTON INDIANAPOLIS 
BUFFALO KANSAS CITY 
CHICAGO LOS ANGELES 
CINCINNATI MILWAUKEE 
NEWARK 


SPRINGFIELD, 





NEW YORK 
OKLAHOMA CITY. 
PHILADELPHIA 
ROCKFORD 

SAN FRANCISCO 
SEATTLE 
SPRINGFIELD 
SYRACUSE 


— MabsachuselMatual LIFE INSURANCE COMPANY 


" MASSACHUSETTS 
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Penn Mutual Gives $250,000 for New 
University of Pennsylvania Heart Clinic 


PHILADELPHIA — Penn Mutual 
has made a gift of $250,000 for the con- 
struction of a new heart clinic at the 
University of Pennsylvania and an addi- 
tional $25,000 to extend an original grant 
made in 1940 for cancer research. The 
contribution was presented Wednesday 
to Harold E. Stassen, president of the 
university, by John A. Stevenson, presi- 
dent of Penn Mutual, at a luncheon. 

The new clinic will be known as the 
Penn Mutual Heart Clinic for the Study 
and Treatment of Cardiovascular Di- 
seases. It will be part of the outpatient 
building of the Gates Memorial Pavilion 
in a new medical center. 

The late Dr. Gates served as president 
_ and chairman of the university and was 
a trustee of Penn Mutual for more than 
22 years. The new clinic will enable the 
university to more than triple its heart 
study and treatment, from 4,000 to more 
than 12,000 patients per year. The clinic 
will consist of half a floor in the new 
medical center, a total of 29 rooms. Plans 
include rooms for x-ray, electrokymo- 
graphy, cardiac catheterization, electro- 
cardiography, fluoroscope, constant-tem- 
perature research, technicians, filing, 


dressing and dark rooms, as well as 
chemical, electrophysical and research 
laboratories. 

Mr. Stevenson said the donation is a 
departure from the usual recommenda- 
tion for donations for research in that 
the money will be used as a capital in- 
vestment in the physical plant. “I believe 
we are seting a precedent of tremendous 
importance in the future of basic medical 
research,” he said. He stressed the 
policyholders’ stake in heart and cancer 
research. 


Different from Usual Donation 


“Nine years ago we pioneered when 
we gave an original contribution of $50,- 
000 to the university for cancer research 
and the establishment of 2 tumor clinic,” 
he said. “The results prove conclusively 
that the project has been of inestimable 
value. It has saved human lives. The 
fund also made possible the inception of 
basic groundwork which enabled the uni- 
versity to set up a comprehensive pro- 
gram of research and to broaden its at- 
tack on the problem of cancer and its 
prevention. Our experience with this 
original grant has been so fruitful and 
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satisfactory that we are enthusiastically 
approaching this new cooperative ven- 
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“Silent Partner of 
the Jones Family” 


This is the theme of Lincoln National’s full-page ad in 
the May 7th issue of Saturday Evening Post. 

Weare proud of this spirit of friendliness and mutual con- 
fidence which inspires a real “working partnership” between 
our representatives and our policyholders. 


Lincoln National advertising is geared to help LNL field 


The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 








ture in the field of research. 

“We view this as the opportunity to 
shoulder our share in the support of 
medical research by industry. We regard 
this as a modest contribution compared 
with the extent of our exposure. We 
view this—not as a gift—but as ammu- 
nition in the fight against two terrible 
killers—an investment which in turn will 
pay dividends in the future health of all 
Americans as well as our policyowners.” 


Based on Research 


Decision to join in the fight against 
the two most deadly scourges of hu- 
manity came after lengthy research and 
study. Insurance officials, through the 
long range planning vital to the busi- 
ness, recognize a trend toward an 
“aging population” in America. The in- 
creased life span today is due primarily 
to the great progress which has been 
made in treating the diseases of youth, 
with the result that a larger proportion 
of people survive to old age when they 
are vulnerable and more susceptible to 
attacks of heart disease and cancer. 

Penn Mutual death claim payments to 
the beneficiaries of heart and cancer vic- 
tims rose from a total of $11,981,582 in 
1930 to $18,658,380 in 1948—an increase 
of $6,676,798. 


Congressional Probe Would 
Reveal Private Efficiency 


R. W. Osler, editor of life publica- 
tions for Rough Notes, suggested to 
members of the Insurance Club of Indi- 
ana University that perhaps some of 
the inspiration for the Congressional i in- 
vestigation of life insurance is the de- 
sire on the part of law makers to find 
out why private companies operate so 
efficiently in contrast to NSLI. Mr. 
Osler termed “inordinate fear of depres- 
sion” the biggest danger (Spot in the 
current economic picture. “In our rush 
to do anything there is danger that we 
shall forget that you can’t have 100% 
security and 1007 freedom at one and 
the same time,” he said. 

Mr. Osler termed it the task of life 
insurance to spread its services so wide- 
ly that the public will realize security 
can still be built through private initia- 
tive and can make its job so effective 
that the public will prefer to buy secur- 
ity from it rather than bureaucrats. 


Leads Mutual Trust 


The Bernard Bergen agency of Mu- 
tual Trust Life was awarded the presi- 
dent’s trophy for being the leading 
agency, quota-wise in the first quarter. 
The agency averaged 158.46% of its 
quota. 


Dr. Walter Cole, assistant medical 
director of Occidental Life, addressed 
the Los Angeles C.L.U. on heart dis- 
ease. 
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Mass. Mutual Puts 
Two in Group Posts 


Massachusetts Mutual has appointed 
Walter J. Hurley as group regional man- 
ager for the northeastern region with 
ofices in Boston, and has appointed 
John C. O’Connor as group supervisor 
in the Chicago regional office. 

From 1941 to 1949 Mr. Hurley was 
with the group sales department of Con- 
necticut General. He served as acting 
postmaster in Storrs, Conn., and after 
leaving college was a government con- 
struction supervisor. He graduated from 
Connecticut Junior College in 1936, and 
attended University of Connecticut, 
studying pre-law. 

For the last three years Mr. O’Connor 
has been group secretary and assistant 
secretary of Occidental Life. He re- 
signed because of his desire to return to 
his former home in Chicago. From 1942 
to 1946 he was with Continental Casualty 
at Chicago as administrative manager of 
the group department. Previously he had 
been district group supervisor in Chicago 
for Provident Life & Accident. He is 
an alumnus of Loyola University. While 
in Los Angeles he studied at the South- 
western University law school. 


Middle Atlantic Actuarial 
Club Holds Spring Meet 


The Middle Atlantic Actuarial Club 
held its spring meeting at Baltimore 
with President William Simpson, as- 
sistant actuarv Acacia Mutual presid- 
Sam L. Booke, vice-president, sec- 





ing. 
retary and actuary Security Life & 
Trust, commented on the advantages 


to a stock company in writing a con- 
siderable volume of participating busi- 
ness. Second subject on the program 
was “Sickness and Total and Permanent 
Disability Benefits in Some Life Insur- 
Retirement 


ance Company Employe 
Plans.” H. Hansen Smith, Acacia Mu- 
tual, described the characteristics ex- 


hibited by plans of other companies 
which his company has studied. Eugene 
A. Razor, actuarial mathematician, So- 
cial Security Administration, gave a de- 
scription of the sickness and disability 
benefits available to government em- 
ployes and Dorrance C. Bronson, Wyatt 
Company, commented on the prevailing 
characteristics of sickness and disability 
benefit plans in industrial organizations. 

T. N. E. Greville, principal actuarial 
mathematician, U. S. Public Health 
Service, gave an informal talk on the 
analysis of mortality by cause of death. 
An informal discussion on the use of in- 
struction manuals in actuarial depart- 
ment work and the practice and proce- 
dure of terminating premium-paying pol- 
icies with indebtedness in excess of the 
cash value was held. 





Committee on Securities 
Valuation Meets at N. Y. 


NEW YORK — The committee on 
valuation of securities of National Assn. 
of Insurance Commissioners met at the 
New York department and decided to 
retain for this year the customary method 
of valuing securities. The committee is 
now canvassing other states before 
determining the exact procedure to be 
followed in using the $250,000 assess- 
ment against the companies to increase 
the size of the full time N.A.I.C. secur- 
ity valuation committee. New York and 
New Jersey have passed the bill and it 
is currently awaiting signature in Penn- 
sylvania. Hopes are held out that simi- 
lar legislation will pass in Connecticut 
and Massachusetts before the legisla- 
tures there close. 





Insurance Librarians Meet 


_ Special activities have been arranged 
lor the imsurance group of Special Li- 
braries Assn. at the annual convention 
at Los Angeles June 11-18. Heading 
the insurance group is Elizabeth Fer- 
guson of Institute of Life Insurance. 
One of the features will be a tour of the 


new western home office of Prudential. 
On June 15, there will be an informal 
discussion along with the business and 
financial groups of effective work dis- 
tribution, forms and form letters, auto- 
matic follow-ups, filing methods, special 
equipment to speed the work, duplicat- 
ing processes, cutting typing costs. 





Mutual Benefit Life will hold a cash- 
iers’ conference June 7-10 at the nome 
office. They will go to Newark from 
a dozen cities to learn more about 
home office procedures and become ac- 
quainted with home office personnel. 


Urges Wider Help 
in LUTC Financing 


Company management generally 
would do well to consider joining hands 
with field management in meeting the 
financing problems of the Life Under- 
writer Training Council, as some 40 
other companies have already done, ac- 
cording to Vice-president Vincent B. 
Coffin of Connecticut Mutual. 

“It seems to be agreed,” he said, 
“that a program whereby costs are in 


some way divided between company, 
manager and agent, is most satisfactory. 

“Company management is already 
showing great enthusiasm for the proj- 
ect and it is my prediction that this en- 
thusiasm will rapidly grow. It seems to 
me to be our responsibility to get thor- 
oughly behind the Life Underwriter 
Training Council, to point out and help 
correct its imperfections, and to make 
certain that it will have the permanent 
place in life underwriter training which 
it unquestionably deserves.” 

Mr. Coffin, an L.U.T.C. trustee, is 
immediate past chairman, 











For this man, Union Central Actuaries de- 
veloped Life Insurance with Latitude—the 
elastic, highly flexible PREMIUM REDUCTION 
POLICY which offers adaptations to bring it 
in line with any future economic changes. 


MAN buys dife insurance because he 

can’t foresee the future. Yet—also be- 
cause he can’t foresee the future—he is 
often undecided about the type of life in- 
‘surance to buy. 


Changes in income, changes in needs, will 
affect the amount and kind of insurance 
he should have, as well as the premiums 
he will be able to pay. 


Here’s how it works. At the end of five 
years, the owner of a Union Central 
PREMIUM REDUCTION PLAN can: 


1 Continue the original premium to purchase a Paid-Up Life Policy 
for the full face amount. 


2 Continue the initial premium for a specified number of years to 
mature the policy as an Endowment. 


3 Reduce the premium by about 40 percent and, without medical exam- 
ination, continue the plan as an Ordinary Life Policy for the full face 


amount. 


His comprehensive list of contracts ranges 
from Non-Convertible Term, the lowest 
premium policy of all, to Single Premium 
. ~~  * Endowment, the highest. Through these 

modern, liberal policies, he can provide 
the finest possible life insurance coverage 
for applicants from age 0 to 65, inclusive. 


That’s really Life Insurance with Latitude 
—a comforting plan to make life com- 
fortable. 


The Union Central Agent has a plan to 
meet every conceivable life insurance need. 





tHe Uaton Central \ re insurance 00. 


CINCINNATI, OHIO 
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‘Combination’ Men 
Hold Forth at 
Virginia Beach 


VIRGINIA BEACH — The spring 
conference for wate 8 es companies of 
I.A.M.A. brought 
ie executives here 
for three days. 
Thirty-two member 
companies and 
three guest com- 
panies were repre- 
sented. 

The meeting 
opened with a 
luncheon at which 
Guilford Dudley, 
Jr., Life & Casual- 
ty, presided. He is 
chairman of the 
combination com - 
panies committee. 

At the luncheon, Lewis W. S. Chap- 
man of L.IJ.A.M.A. said the discussional 
type of meeting had been retained over 
the years because of the preference of 
members. 

Chairmen set the stage for the dis- 





G. Dudley, Jr. 


cussions, outlining the subjects to be 
covered. Then on an audience participa- 
tion basis, members explain practices, 
ideas’ and experiences. M. C. Young, 
John Hancock was chairman of the dis- 
cussion on the job of the agency depart- 
ment and its responsibility for motiva- 
tion. He stressed the importance of in- 
centives involving motivation. 

E. B. Stevenson, National Life & Ac- 
cident, explained his company’ s attitude 
and practice in the field of home office 
visits by field men. 

“We want our men to visit our home 
office,” he said. ““‘We want to meet them 
personally; we want to sit down and talk 
over our problems with them; we want 
them to meet our top officers and visit 
with them; we want our men to enjoy 
themselves when they come to see us. 

“We carefully plan to receive these 
men and their wives with the kind of 
welcome they deserve. You cannot do 
this unless you plan before you do it. 
Our plan works for us because we make 
it work.” 





Analysis of life insurance contracts 
featured a talk by Samuel Goldberg, at- 
torney, at a meeting of Milwaukee 
Junior Bar Assn., followed by a round 
table with members participating. 


Seeks Law to Stop 
VA's Dunning for 
Civil Relief Excess 


Lawrence G. Dorety of California- 
Western States Life’s legal department 
has written to Sen. Langer of North 
Dakota urging him to sponsor legisla- 
tion that would relieve veterans from 
whom the veterans’ administration is try- 
ing to collect under the soldiers’ and 
sailors’ civil relief act. 

Additional cases are coming to light 
every week in which VA is attempting 
to collect, even though Harold Breining 
publicly stated in 1941 that under the 
1940 act, “there is no provision in the 
act at this time for collecting from the 
insured the amount that the premium 
with interest may exceed the cash sur- 
render value at the time of termination.” 

“You will note from our correspond- 
ence with the veterans administration 
that we have pleaded with and chal- 
lenged that organization to bring a test 
case in court,’ Mr. Dorety’s letter con- 
tinues. “We have not been successful. 
So the present situation is that, based on 
a unilateral interpretation of consider- 
able doubt, the veterans administration 





Nobody hits every time 





— but Provident Producers get to bat 
oftener .. with more chances to hit! 





Individual, 
" to 80 years) and Franchise plans. 
Room and Board, Miscellaneous Hospital! 
Extras, Surgeon’s Fees and Medical Care. 


* All written on Group Plans (minimum of 25 employees) 
and on special forms designed for Railroad Employees. 





LIFE INSURANCE®. . 
of Guaranteed Rate Ordinary from birth to 
age 65. Substandard, Annuities, and T & P 
Disability Income ($10 monthly per $1,000) 
combined with wide choice of Life plans. 


A. and H. INSURANCE ®* . 
Accident and Sickness coverage — including 
Franchise plans for five or more employees. 
Non-Cancellable Disability policies. Month- 
ly Premium plans. Special Risk coverages. 


HOSPITAL INSURANCE®* . 
Family Group (ages 3 months 


All modern forms 


Every form of 


Issued on 


Hospital 





is using all the power and prestige that 
it possesses to threaten and cajole out of 
individual veterans money to which it is 
not entitled, if we are correct, and which, 
even if we are wrong, it has told the 
soldier it would not collect, I think con. 
gressional intervention is indicated.” 


Bill Broader Than Needed 


Mr. Dorety recalls that at the last ses- 
sion Rep. Cunningham of Iowa intro- 
duced a bill which would have cured this 
situation, but which went further than 
necessary in forgiving premiums paid 
under the 1942 act as well. 

“Brushing aside legai questions involy- 
ing practical construction by administra. 
tive officers, and the possibility of estop- 
ping the government, the fact remains 
that the conduct of the veterans admin- 
istration was such as to lead soldiers 
into a financial trap, and I believe that 
Congress should take curative meas- 
ures,” he states. 

Mr. Dorety points out that life com- 
panies have been ‘quite commonly ac- 
cused” of having, through their agents, 
misrepresented the law back in 1940 and 
1941. The companies have no defense to 
the charges, except that thy were cor- 
rect and still are correct and the VA 
is wrong, 


Continental Holds Forum 
for Chicago Area Agents 


Pe: three-hour sales forum sponsored 
Continental Assurance on behalf of 
rs bear agency representation was de- 
voted to company equipment and facili- 
ties. It was opened by Joseph K. Dennis, 
vice-president and director of agencies, 
who cited the gains of the company and 
stated that the company is consistently 
holding to a 1949 production level 20% 
ahead of 1948. 

An analysis of the company’s fiscal 
position and various of the current op- 
erating considerations faced by life com- 
panies was presented by Howard C. 
Reeder, vice-president. Group and group 
permanent facilities were discussed by 
Paul Rinker, vice-president, and Peter 
Hondorp, group department associate 
actuary. 

George Robson, vice-president, out- 
lined various special-type life contracts 
and selected a new juvenile form as an 
example of what modern merchandise 
can do to develop a market. He showed 
how five units of this plan, providing in- 
itial protection of $5,000 at age 1, steps 
up to $25,000 at age 21 and progressively 
grows to $33,545 at age 65 when the 
policyholder can elect a monthly income 
option of $211.35, 10 years certain; the 
annual premium is $232.75. 

Underwriting trends, promotion, train- 
ing and agents’ welfare benefits were 
other subjects discussed. The meeting 
was attended by 200 Chicago area agents 
and brokers. 


Speakers at Brooklyn 


James A McLain, president Guardian 
Life, and Branch Rickey, president of 
the Brooklyn Dodgers baseball club, 
were speakers at the May meeting of 
the Brooklyn branch of the New York 
City Life Underwriters Assn. Mr. 
Rickey has been a director of the 
Guardian for a number of years. 


With Mass. Mutual 


Dr. J. R. Erskine 
Morden, whose ap- 
pointment as_assist- 
ant medical director 
of Massachusetts Mu- 
tual Life was re- 
ported in last week’s 
issue, was formerly 
engaged in clinic 
practice at Branford 
(Ont.) Clinic, where 
he was in charge of 
the department of 
pediatrics and obstet- 
rics for three years. 
He was also chief of 
staff of the obstetrics department at Brant- 
ford General Hospital. 








J. R. E. Morden 
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To Feel Effect of Cost Controls 


Corridor comment at the spring meet- 
ing of Life Insurance Assn. of America 
indicated that it won’t be long before 
home offices and the field begin to feel 
the effect of the expense control dis- 
cussions which were the theme of the 
meeting. Company comptrollers and 
accountants were present in much larger 
proportion than at previous L.I.A. meet- 
ings. Speakers were quizzed by numer- 
ous company presidents and vice-presi- 
dents as to how expenses could either 
be kept from going higher or, even 
more important, substantially reduced. 
Budgets, it seems, will be used not 
merely as guides but as strict rules 
which cannot be evaded or amended. 





Public Relations Start at Home 


A personnel director who recently 
came into the life insurance business 
after a number of years in another busi- 
ness says that he is surprised at the 
procedures some life companies use in 
announcing and explaining group wel- 
fare programs to their own employes. 
When a group life company sells a wel- 
fare program to an outside client the 
insurer usually prepares an attractive 
brochure and gives a thorough explana- 
tion of the benefits of the plan to em- 
ployes. He recently saw one put out by 
a group company to its own employes 
the contents of which were more de- 
voted to claim procedure and regulations 
than to the benefits and the fact that 
the company was putting up money for 
a good welfare program for its em- 
ploves. Companies should use the same 
psychology on their own employes as 
they do on outside companies, he thinks. 





Sales Caravan Idea Spreads 


Bringing the sales speaking talent to 
the agent in the field rather than having 
the agent go to find the speakers is the 
idea behind the growing practice of hav- 
ing sales caravans tour various states in 
substitution for one big annual sales 
congress to which agents from widely 
spread areas have had to travel. Orig- 
inating in Texas, the idea has spread to 
a number of states and recently included 
New York, Pennsylvania, and Tennessee. 

The over-all audience has been greatly 
increased because distances prevent 
some agents from attending one meeting 
for all agents in a state. Those who have 
participated in the caravans report that 
the idea has been well received by un- 
usually large audiences. 

Attendance sometimes depends on the 
“name” value of the speakers. Although 
most big producers are, by reason of 
their experience, accomplished speakers, 
the agents seem even more interested in 
getting a good idea than a smooth talk. 
Ne = caravans they have been getting 
oth. 

@ Speakers who participated report that 
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though the grind of travel is tough, that 
they have had a good time. This they 
report has been due to professional work 
on the part of those arranging the cara- 
vans. Receptions, hotel reservations, 
travel accommodations, etc. have been 
capably handled. When a speaker is 
treated with cordiality and considera- 
tion he is much more inclined to put on 
a better performance. 


Get Those Figures Straight! 


When attendance at the annual meet- 
ing of the Actuarial Society of Amer- 
ica was announced as 500, with 333 fel- 
lows and 167 associates, laymen present 
figured that the attendance was com- 
posed of two-thirds fellows and one- 
third associates. But the actuaries would 
accept no such inexact approximation, 
pointing out that to have a two-to-one 
ratio it would be necessary to have one- 
third more of a fellow and one-third less 
of an associate. 


Manhattan Makes Two 


Western Appointments 

Manhattan Life has appointed Wal- 
ter F. Brissenden as general agent at 
Spokane and T. C. Walker as general 
agent in Alhambra, Cal. 

Mr. Brissenden entered life insurance 
in 1945 with Connecticut Mutual in Se- 
attle and became supervisor in 1948. 

While with the Connecticut Mutual, 
he qualified for every convention, two 
regional and two national, and was a 
member of the company’s Quarter Mil- 
lion Dollar Club in the 1947 club year. 
Mr. Brissenden was also a member of 
the company’s Dependables Club each 
year he was associated with Connecti- 
cut Mutual, and a member of the Wash- 
ington Leaders Round Table each for 
the year 1947, but was not eligible in 
1948 because of his supervisory status. 
He qualified for the National Quality 
Award in 1948 and 1949. 

He graduated from University of Mon- 
tana. 

Mr. Walker went into life insurance 
with Northern Life of Seattle in 1944. 
In 1946 he was appointed district man- 
ager and started an agency for North- 
ern Life in Alhambra. 











Reverses Punitive Damages 


The South Carolina supreme court in 
Banahan vs. Metropolitan Life has re- 
versed the Sumter county court’s puni- 
tive damages against the company, but 
upheld the actual damages which were 
the amount of the first premium on a 
policy. The plaintiff contended that the 
company accepted his money for the 
first premium on a life policy and later 
failed to issue the policy or return the 
money. Delay in acting on the policy, 
was in large measure participated in by 
the applicant, the supreme court stated. 
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Tre COLUMBIAN NATIONAL 
LIFE INSURANCE Znyaany 


MASSACHUSETTS 


Columbian National offers complete 
personal protection—life, endowment 
—annuity—accident and sickness 


BUILT ON INTEGRITY — GROWING ON SERVICE 








* * 


/ 1M FINANCIALLY 






SECURE FOR 
OLD AGE, TOO! 





en te hh te 


Yes sir, fashions in fortune-building have changed since your 
day! But, if he plans rightly, a fellow still can come through 
the master of his own financial destiny. Take me, for in- 
stance! I’ve determined the income I want at 65 — and 
that income’s already set up for me in advance, through 
Pacific Mutual —a part of the plan that takes care of all 
my needs for financial protection. You'd approve of this 
Pacific Mutual plan; the way it protects our family income 
when sickness or accident strikes; the way it will take care 
of the youngsters and their mother if I’m not here to carry 
through the job; the way it wards off worry about future 
income for me— your favorite grandson! Yes, you'd ap- 
prove of the completeness of my Pacific Mutual Planned 
Security. You’d approve of the 80-year-long experience that 
backs Pacific Mutual service. And certainly you’d approve 
of the man who brings me this service. You'd say, “My boy, 
I like Pacific Mutual!” And that’s what I say, too! 


aD’ of Leadership in Planned Personal Security 


LIFE INSURANCE “COMPANY 


HOME OFFICE — LOS ANGELES, CALIFORNIA 
General Agencies in principal centers throughout forty states 


Life Insurance 

Accident & Sickness 
Annuities 

Complete Group Service 
and, VERY important, 
THE NEW & UNUSUAL 
SAVINGS PLAN 

(a complete package of 
economic security ) 
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EDITORIAL 


COMMENT 





The John Newton Russell Award 


While the selection committee for the 
John Newton Russell memorial award 
is the final arbiter, anyone connected 
with the life insurance business is eli- 
gible to present nominations for this 
award. The committee, headed by Past 
President Jul B. Baumann of the Na- 
tional Assn. of Life Underwriters, is 
genuinely anxious to get as broad and 
representative a cross-section of opinion 
on this important matter as it can. It 
has sent out some 2,200 nomination 
forms. Nominations must be submitted 
on the official form that was sent out 
or the form appearing in the May issue 
of “Life Association News.” But forms 
can be had for the asking so no one who 
has a candidate should fail to send in 
his name, together with supporting data. 


Closing date is July 2. 

The Russell award is a particularly 
fine way of honoring the man who has 
accomplished important objectives for 
life insurance above and beyond the call 
of duty. Such works of supererogation, 
by their nature, go unrewarded except 
for the acclaim that goes with an honor 
such as the Russell award. 

There are men in the business who 
have done far more for the business than 
their jobs called for. Some of them, of 
course, are by the nature of their work, 
in a better position to do a superlative 
job for the business. But the award is 
a way of recognizing conspicuous and 
unusual service, beyond that which any- 
one has a right to expect. In the se- 
lection no possibility should be missed. 


Fractional Receivership 


The action of the California depart- 
ment in bringing about a receivership 
for the California branch of Rhode Island 
Ins. Co. constitutes an eccentric and un- 
heard of departure and one that we fear 
contains the possibility of seeds of dis- 
cord that could be menacing to the sys- 
tem of state supervision. We hold no 
brief for the Rhode Island Ins. Co, and 
are not undertaking here to champion its 
cause, but the idea that a state could or 
would place in receivership that portion 
of an insurance company’s operations 
over which it could command jurisdic- 
tion, is shocking and depressing to con- 
template. In the depression days when 
insurance companies were toppling over 
in considerable numbers, there was a 
mad rush to get ancillary receivers 
named in an endeavor to seize for the 
policyholders of an individual state as- 
sets that would provide more than a pro 
rata recovery for assured and claimants 
in that state. This caused such an awk- 
ward problem that there was brought 
into being, through the good offices of 
National Assn. of Ins. Commissioners, 
the uniform liquidation act that was put 

the statute books of most states. 
That problem, however, doesn’t hold 
a candle to the kind of a situation that 
could be precipitated by the course of 
procedure such as California has insti- 
tuted here. Commissioner Downey 
wanted Rhode Island Ins. Co. to leave 
the state. We suppose he exhausted the 
various possibilities open to him to effect 
such departure and failing to persuade 
the company to leave the staf volun- 
tarily or to effect a revocation of license 
that would stand up, he took the un- 
precedented action of getting a court 


on 


order placing the California branch of 
Rhode Island Ins. Co. in receivership. 

This introduces a type of situation 
that could be paralyzing to the insur- 
ance business, and completely disruptive 
of state supervision. Until now, receiver- 
ship has been thought of as being akin 
to pregnancy in that it was impossible 
to be a little bit that way. Mr. Downey, 
however, has proceeded on the theory 
that an insurance company can be 1/48th 
in receivership. What is appalling to 
contemplate is the possibility of retalia- 
tory laws being invoked and companies 
being subjected to receivership proceed- 
ings in one state so as to get even with 
the state of domicile of an insurer. 

From a practical standpoint, a receiv- 
ership for a branch of an insurance com- 
pany in a particular state is an anomaly. 
The only assets to be seized usually will 
consist of the state deposit which is 
usually in a token amount, premiums 
receivable and any local bank accounts. 
These would ordinarily be insufficient to 
cover the liabilities unless the company 
would be willing and could find some 
way to make head office funds available 
to the receiver of the branch. 

However, the fact that the mechanics 
of the situation are confounding is less 
disturbing than the fact that such a pro- 


cedure was conceivable to any state 
authority. There have been plenty of 
commissioners throughout the years 


that have desired and have had reason 
to cause the departure from their shores 
of foreign insurers, and time and time 
again this has been accomplished either 
with or without recourse to court action 
and on other occasions, foreign insurers 
have been able to establish their right to 


remain in a state. 

Rhode Island Ins. Co. apparently had 
decided not to back down in California. 
The question was whether it should be 
permitted to remain in the state and the 
issue was whether its license there 
should be revoked. Mr. Downey, it 
seems to us, has said in effect that if 
he can’t bring about the departure of a 
foreign company by any other means, he 


will resort to partition of that company 
and place the California branch in re. 
ceivership. Granted that Mr. Downey 
has had a terrific mad on for Rhode 
Island, we can’t endorse the principle 
that when a commissioner’s blood pres. 
sure exceeds a certain point he shall be 
privileged to place a portion of a foreign 
insurance company that is within his 
domain in receivership. 


The Policyholder Is the Company 


According to the theory of life in- 
surance as we understand it, whether 
in a mutual or stock company, the 
policyholder is as much a part of an 
insurance company as its agents, its 
vice-presidents, or its clerks. Because 
of its size, we can excuse the average 
life insurance company if it frequently 
has to deal with policyholders more as 
if they were customers than actual par- 
ticipants. Wherever it is possible for 
a company to deal with policyholders 
at something closer than arm’s length, 
it is desirable. Annual statements, per- 
sonalized as they may be, premium 
notices and receipts, and the other forms 
of communication between the company 
and its policyholders, actually do little 
to make people feel like part of the 


company. Consequently, it is difficult 


for the industry to communicate the 
proper sense oi participation in the 
industry to the millions of policy- 
holders. 


In the ordinary and industrial fields, 
the companies have a personalizing cata- 
lyst in their agency forces. 

Likewise in the employe benefit field, 
the life insurance company has as a 
similar intermediary between itself and 
the vast numbers of policyholders in 
the form of the employer, or his repre- 
sentative. By personal contact, the life 
insuramce company can give employer 
a sense of participation in the insurance 
process which he in turn can pass on 
to the policyholders. 

Life insurance companies are awaken- 
ing to this possibility. One good ex- 
ample is being provided by Equitable 
Society which has sent a team of home 
office pension experts to the leading 
industrial centers of the country to ex- 
plain to representatives of employers of 
all its many group annuitants how their 
pensions are handled by the company 
and what current problems are faced 
by life insurance companies in insuring 
pensions. The object of this is to in- 
crease the sense of participation and 
appreciation of employers. 

This is not to say that Equitable So- 
ciety is the only company which has 
invited such policyholder participation. 
Happily, there have been others that 
have conducted similar meetings in the 


employe benefit insurance field. The 
barnstorming Equitable forums, how- 
ever, would seem to be models for af- 
fairs of this kind. 

Before their odyssey is completed, 
Equitable’s home office experts will 
have discussed pension operations with 
some 800 representatives of corporations 
which have installed Equitable group 
annuities in the industrial areas ad- 
jacent to Boston, Pittsburgh, Chicago 
and San Francisco. In each case, the 
company engages an ample meeting 
room in a good hotel. The company 
furnishes a luncheon, cocktails and din- 
ner to participants in the one-day forum, 
A pension specialist, an actuary and a 
top-flight group man from the home 
office are on the platform. Each one 
has his own message to deliver to the 
policyholders, but a good part of this 
discussion is conducted on a question- 
and-answer basis, with the representa- 
tives of the policyholders asking many 
questions. 

This type of policyholder relations is 
particularly important in the pension 
field at the present time, because the 
insurance companies are facing highly 
organized competition in the pension 
field from banks. It is not uncommoa 
for one of the large banks to call a 
meeting of representatives of its large 
depositors, wine them and dine them, 
and then solicit their pension business, 
even where such plans are already in- 
sured by insurance companies. The 
trust department staffs are frequently 
suave, high-powered and intelligent. Fi- 
nancial pressures of various sorts can 
be brought to bear. 

Apparently what the bankers count 
on most of all in capturing such busi- 
ness is that pension prospects or clients 
will not have had the virtues of in- 
sured pensions explained to them by 
their life insurance companies. They 
count heavily on the insurance com- 
panies remaining in their traditiongl 
role of aloofness, a role in which they 
too frequently say to their policyhold- 
ers, “You will have to trust us; we 
are doing well by you, but this is 
simply too technical a business for us 
to explain it to you.” 

Attitudes of this sort on the part of 








THE 


NATIONAL 


Published by THE NATIONAL UNDERWRITER CO., Chicago, Cincinnati, New York. 


EDITORIAL DEPARTMENT: Managing Editor: Robert B. Mitchell. 
Associate Editor: Levering Cartwright. Assistant Editors: Richard J. Thain, John C. Burridge. 
e 





ATLANTA 3, GA.—432 Hurt Bldg. Tel. Walnut 
9801, Ernest E. Hess, Southeastern Manager. 


BOSTON 11, MASS.—210 Lincoln St. Tel. 
Liberty 2-1402. Wm. A. Scanlon, Vice-Pres. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
WaAbash 2-2704. O. E. Schwartz, Chicago Man- 
ager. A. J. Wheeler, Resident Manager. L. N, 
Yellowlees, Advertising Manager. 


CINCINNATI 2, OHIO—420 E. Fourth S&t. 


Tel. Parkway 2140. George C. Roeding, Asso- 


ciate Manager; George E. Wohlgemuth, News 
Editor; Roy Rosenquist, Statistician. 
DALLAS 1, TEXAS — 802 Wilson Bldg., Tel. 
Prospect 7-1127. William J, O’Malley, South- 
western Manager, 

DES MOINES 12, IOWA—3333 Grand Ave., 
Tel. 7-4677, R. J. Chapman, Resident Manager. 
DETROIT 26, MICH, — 532 Lafayette Bldg. 
Tel. Cherry 2826. A. J. Edwards, Resident 
Manager. - 


News Editor: F. 


BRANCH OFFICES 


UNDERWRITER 


PUBLICATION OFFICE, 175 W. Jackson Blvd. 


OFFICERS: Howard J. 
President and Secretary. 
St., Cincinnati 2, Ohio. 


A. Post. 


LIFE INSURANCE EDITION 


PUBLISHED EVERY FRIDAY 
CHICAGO 4, ILL. Telephone WAbash 2-2704. 


Burridge, President. Louis H. Martin, Vice- 
John Z. Herschede, Treasurer. 420 E. Fourth 





——— 





IN KEY CITIES 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg. Tel.. Victor 9157. William J. Gessing, 
Resident Manager. 


MINNEAPOLIS 2, 
Bank Bldg. Tel. Main 5417. 
Resident Manager. 


NEW YORK 7, N. ¥.—99 John St.. Room 1103, 
Tel. Beekman 3-3958. Editorial Dept.—East- 
ern Editor: Kenneth O. Force; Assistant 
Editor: Donald J. Reap. 


MINN.—558 Northwestern 
R. W. Landstrom, 


Business Dept. — Ralph E. Richman, Vice- 
Pres.; J. T. Curtin, Resident Manager. 
PHILADELPHIA 9, PA.—123 S. Eroud Street, 
Room 1127. Tei. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 

PITTSBURGH 22, PA.—503 Columbia Bldg. 
Tel. COurt 2494. Jack Verde Stroup, Resi- 
dent Manager. 

SAN FRANCISCO 4, CAL.—507 Flatiron Bldg., 
Tel. EXbrook 2-3054. F. W. Bland, Pacific 
Coast Manager. 


May | 


— 


the li 
correc 
Equit 
there 

techni 
can re 


— 
— 


— 
Patt 
agent | 
his Pt 
law oO 
corres 
suranc 
Mr. L 
Pres 
Mutua 
Much 
with 
commi 
Unive: 
Round 
Easl 
father 
in Indi 
compo. 
Music 
give hi 
this su 
He is 
won th 
tra’s v¢ 
Will: 
visor O 
candidé 
for ele 
City’s 
Roosev 
Rayr 
preside 
eight j 
the ess 
reer,” 
Sales I 
essays 
and pa 
politan 
H 


tual 
Mildre¢ 
days ag 
in New 
A. Vi 
of Cor 
Tenn.,, | 
Memph 
Chest ¢ 
Willi: 
preside: 
WRITER, 
ation at 
Boston. 
and it i 
his hon 
How: 
sachuse 
fered si 
tured p 
Joliet. 
though 
leave e: 
he mus 
In spite 
cellent 
less ser 
the hos 
stay. 
Clanc 
Provide 
was a 
mittee ¢ 
arrange 
army ch 
ates at 
ceremor 
Claud 
necticut 
ored at 
promine 
at a din: 
dent of 
cipal sf 
the 25th 
cy, fou: 
George 


South 


Presiden 
luncheor 





YUM 


27, 1949 


— 


company 
ch in re. 
Downey 
rr Rhode 
principle 
ood pres- 
> shall be 
a foreign 
ithin his 


Id. The 
1s, how- 
s for af- 


ompleted, 
rts will 
Ons with 
porations 
le group 
reas ad- 
Chicago 
case, the 
meeting 
company 
and din- 
y forum, 
y anda 
ie home 
ach one 
r to the 
of this 
juestion- 
yresenta- 
1g many 


ations is 
pension 
use the 
x highly 
pension 
common 
> call a 
its large 
ie them, 
Dusiness, 
eady in- 
2s. The 
equently 
rent. Fi- 
orts can 


Ss count 
ch busi- 
r clients 
. of in- 
hem by 

They 
‘e com- 
ditiongl 
ich they 
icyhold- 
us; we 





d Street, 
. EB 
ia Bldg. 
p, Resi- 


on Bldg., 
, Pacific 





May 27, 1949 





LIFE INSURANCE EDITION 








——— ——S 





the life insurance companies are being 
corrected by meetings of the sort that 
Equitable Society is featuring. Here 
there are no mysteries. The Equitable 
technicians have discovered that they 
can reduce the processes involved in in- 


suring pensions to laymen’s language. 
Thus they have contributed to over- 
coming a great barrier to the sense of 
participation in insurance on the part 
of policyholders that is essential to the 
continued success of the industry. 











PERSONALS 


Patrick K. Lewis, John Hancock 
agent at St. Louis, who recently received 
his Purdue course diploma, is a son-in- 
law of David F. Barrett, St. Louis 
correspondent for a number of life in- 
surance and other trade publications. 
Mr. Lewis is an army veteran. 

President M. A. Linton of Provident 
Mutual Life discussed the topic, ‘‘How 
Much Social Security for Old Age?” 
with Arthur J. Altmeyer, social security 
commissioner, and Prof. Alton Linford, 
University of Chicago, on Chicago's 
Round Table of the Air Sunday. 

Easley Blackwood, Jr., 16, whose 
jather is manager of Metropolitan Life 
in Indianapolis, has been admitted to the 
composition department of Berkshire 
Music Center, Lenox, Mass., which will 
give him the opportunity to "study there 
this summer along with adult students. 
He is a talented composer and, in 1946 
won the Indianapolis Symphony Orches- 
tra’s voung people’s contest. 

William H. McIntyre, claim super- 
visor of Metropolitan Life, a Republican 
candidate, was defeated in his campaign 
for election to Congress in New York 
City's 20th district. Franklin D. 
Roosevelt, Jr. was the winner. 

Raymond C. Johnson, assistant vice- 
president of New York Life, was one of 
eight judges who made the awards in 
the essay contest on “Selling as a Ca- 
reer,’ conducted by the New York 
Sales Executive Club. More than 5,000 
essays were submitted by high school 
and parochial students in the metro- 
politan New York area. 

Herman P. Jeffers, 73, head of the 
Tice & Jeffers agency of Midland Mu- 
tual Life at Columbus, O., and Miss 
Mildred O’Brien, 46, were married a few 
days ago and have been ona honeymoon 
in New York. 

A. Van Court Pritchartt, general agent 
of Connecticut Mutual at Memphis, 
Tenn., has been named chairman for the 
Memphis and Shelby county Community 
Chest drive. 

William A. Scanlon of Boston, vice- 
president of THe NATIONAL UNDER- 
WRITER, underwent an abdominal oper- 
ation at New England Baptist Hospital, 
Boston. There were no complications 
and it is expected that he can return to 
his home this week. 

Howard Kelley, general agent Mas- 
sachusetts Mutual, Chicago, who sut- 
fered serious injuries, including a frac- 
tured pelvis, in an automobile crash in 
Joliet Jan, 23, is back at his desk, 
though he still has to arrive late and 
leave early. Because of a leg fracture 
he must wear a brace for some months. 
In spite of his ordeal, he appears in ex- 
cellent shape. Mrs. Kelley, who was 
less seriously injured, was able to leave 
the hospital after a comparatively short 
stay. 

Clancy D. Connell, general agent for 
Provident Mutual in New York City, 
was a member of the executive com- 
mittee of Hamilton College which has 
arranged for General Omar Bradley, 
army chief of staff, to charge the gradu- 
ates at the June 12 commencement 
ceremonies. 

Claude C. Jones, general agent Con- 
necticut Mutual, Indianapolis, was hon- 
ored at a luncheon attended by friends 
Prominent in business in the state and 
at a dinner at which P. M. Fraser, presi- 
dent of Connecticut Mutual, was prin- 
cipal speaker. The events celebrated 
the 25th anniversary of the Jones agen- 
cy, founded in 1924 by Claude and 
George Jones, the latter now retired. 


=— 


Southern Kentucky—J. E. Acuff, vice- 
President Life & Casualty, spoke at a 
luncheon meeting at Bowling Green. 
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Continental Names 
Belknap Executive 
Assistant 


Raymond H. Belknap, who has been 
director of agencies of Occidental Life, 
has joined Continental Assurance as 
executive assistant. He will be associated 





R. H. BELKNAP 


directly with Howard C. Reeder, vice- 
president. 

The rapid expansion of the company’s 
operations, both group and ordinary, as 
well as entry into Canada and an agres- 
sive building program on the west coast, 
Mr. Reeder explained, has imposed in- 
creasing burdens on the company’s exec- 
utive staff. Bringing Mr. Belknap into 
the organization. will permit the shift and 
reassignment of various operating and 
administrative functions and permit a 
high degree of coordination between 
agency, group and administrative de- 
partments. 

Mr. Belknap has devoted his entire ca- 
reer to life insurance and has had active 
experience in virtually every phase of 
the business. Upon joining Occidental 
he was assigned to the actuarial division 
and later was transferred to the field 
torce. He had his first selling experience 
during the depression and succeeded so 
well that he was given a general agency 
in southern California. 

Within two years, in recognition of 
his ability, he was recalled to the home 
office and shortly became agency secre- 
tary, a position he held until his ap- 
pointment as director of agencies. 

Mr. Belknap is a member of the ad- 
visory research and the A. & H. com- 
mittees of L.I.A.M.A. 


N. J. to Have School for 
New Association Officers 


A training course for new life under- 
writer association officers, the first of 
its kind ever held in New Jersey for life 
insurance men, will be held at Cedar 
Hill Country Club on June 14. John W. 
Wood, general agent State Mutual, New- 
ark, will be the ‘‘dean.” Leroy Garra- 
brant, New York Life, Asbury Park, 
trustee of the National association, will 
represent N.A.L.U.; Robert Saville, 
Massachusetts Mutual, Newark, presi- 
dent of the Plainfield association, will 
represent the local organizations. 








Bert A. Hedges, manager of Business 
Men’s Assurance at Wichita, addressed 
the Springfield (Ill.) Accident & Health 
Underwriters Assn. 
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Life Insurance Blooms 


In The Spring 


Spring and Life Insurance have a 
lot in common. In the Spring, Na- 
ture displays her prettiest bloomers, 
a lesson in rejuvenation, a reminder 
of the cycle of life. After the cold, 
grey days of Winter, Spring’s balmy 
weather brings a release from in- 
doors, and folks are glad. 


Life Insurance goes Spring one 
better. It, too, makes flowers bloom, 
and, for a lot of people, the year 
round. It is hope in all seasons. It is 
the means of release from care and 
worry and fear and dependence. It 
is built scientifically to fit the cycle 
of life. For millions of people, it is 


Spring the year round. 
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LIFE AGENCY CHANGES 





Grannis Milwaukee 
Mass. Mutual G. A. 


J. Douglas Grannis, Jr., for three 
years general agent for Penn Mutual at 
Milwaukee, has re- 
signed and been ap- 
pointed general 
agent for Massa- 
chusetts Mutual. 
He succeeds E. 
Lloyd Mallon, who 
left Milwaukee May 
1 to join the Keane 
agency of Mas- 
sachusetts Mutual 
at New York City. 

A Penn Mutual 
man since 1931, 
when he joined the 
John A. Stevenson 
agency in Philadel- 





J. D. Grannis, Jr. 
~~ 


phia as unit manager, Mr. Grannis has 
averaged five recruits annually for 18 
years, and consistent sales gains have 


been made by his agencies. He went to 
Cincinnati as general agent in 1938. Four 
years later, he was called to active army 
duty. He returned to Penn Mutual and 
in 1946 was made general agent at Mil- 
waukee, 


Started With Aetna Life 


Mr. Grannis 
business in 1920 


entered the insurance 
with the Aetna Life 
group department. He was home office 
representative at Philadelphia until he 
joined Missouri State Life as an agent 
in 1921, later becoming associate general 
agent. 

While in Cincinnati, he 
president of the managers 
and chairman of the community 


served as 
association 
chest 


mid-city division. 


4. 





Liberal First Year 
Commissions. 


Penn Mutual Names 
Ayrault, Freeman 


Penn Mutual Life has appointed 
Robert A. Ayrault general agent in Mil- 





R. A. Ayrault Freeman 


J. W. 


effective June 1, succeeding J. 
Douglas Grannis, Jr., who has resigned 
to go with Massachusetts Mutual, and 
has named John W. Freeman as general 
agent of a new office in Madison, Wis. 

Mr. Ayrault for two years following 
graduation from Hobart College in 1937, 


waukee, 


was connected with Eastman Kodak Co., 


and in 1939 joined the Works agency ot 
Penn Mutual in Rochester, N. Y. A few 
years later he became supervisor in the 
Geneva branch and in 1948 joined the 


home office agency department for 
agency management training. 
Mr. Freeman graduated from Uni- 


versity of Chicago in 1929. After being 
a sales correspondent and investment 
statistician in Chicago, in 1932 went into 
life insurance with Penn Mutual at Chi- 
cago, later becoming supervisor. He was 
a training supervisor in war industry. 


Fred H. Mamer has been named dis- 
trict manager at Kalamazoo, Mich., for 
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Equitable Society in nee with the 
recent split-up of the southwestern 
Michigan district into three districts. 
Mr. Mamer’s territory will include Kala- 
mazoo, St. Joseph and Berrien counties. 
Mr. Mamer has been with the company 
3% years since returning from navy 
service. He is president of the Kala- 
mazoo Junior Chamber of Commerce. 


Occidental Names 
Three Agency Heads 


Occidental Life has appointed E. H. 
Cameron as manager at Kansas City, 
M. G. Shearer at Dallas, and Robert W. 
Yeager at Inglewood, Cal. 

Mr. Cameron was an agent and later 
a unit manager for Equitable Society 
before becoming manager for Occidental 
at Kansas City in 1940. Two years later 
he became home office supervisor, op- 
erating out of Chicago, and in 1945 he 
was advanced to home office representa- 
tive. Deciding to return to field work, 
he selected the Kansas City office. He 
succeeds R. J. Barrett, who resigned 


. 





E. H. CAMERON 


Nov. 15 and is now general agent of 
Monarch Life at Detroit. 

Mr. Shearer, formerly supervisor at 
Occidental’s Hunter- Phillips agency in 
Spokane, joined the company following 
air force service. He was assistant to 
the president of Northwest Life before 


the war, having entered the business 
with Northern Life of Seattle in 1933. 
He succeeds Deward Childre, resigned. 


Replacing Mr. Shearer as supervisor 
at Spokane is Thomas Volk, who joined 
the agency in 1948. Before that he was 
in the army. 

Mr. Yeager was formerly assistant di- 
rector of field training for Occidental. 
He was with Aetna Life and Mutual 
Life in Santa Ana before he joined the 
field training staff of Occidental in 1947. 


Van Horssen Moved 
to Fresno by Aetna 


M. H. Van Horssen, assistant general 


agent Aetna Life at Des Moines has 
been named general agent at Fresno, 


Cal. Joining the agency in 1941 as agent 
at Fort Dodge, Ia., he became super- 
visor in 1947 and assistant general agent 
last December. Max D. Schriver has 
been named supervisor at Des Moines. 


Acacia Names Johnson 


Acacia Mutual has appointed George 

Johnson manager at Portland, Ore. 
He joined the company in 1942 as an 
agent at Denver and is a graduate of 
the University of Colorado. 





Rhodes to Pioneer American 

John T. Rhodes tias been appointed 
general agent at Fort Worth, Tex., by 
Pioneer American. A graduate of 









Texas Technology College, Mr. Rhodes 
was a history professor there eight 
years before becoming an _ employe 
counselor during the war. He has been 
an agent. 


Callaghan Joins Great-West 


Robert R. Callaghan has joined Great- 
West Life at Min- 
neapolis as group 
and brokerage 
supervisor. A spe- 
cialist in pensions 
and estate analysis, 
Mr. Callaghan, 
who attended the 
University of Min- 
nesota, began his 
insurance career in 
Minneapoli 
in 1932. He hes 
held the positions 
of office manager, 
supervisor of sales 
training, assistant 
general agent, pension consultant, 
and brokerage manager in various agen- 
cies in Minneapolis, St. Paul, St. Louis, 
and San Francisco. Prior to joining 
Great-West, he was assistant manager 
of the life department of a leading Min- 
neapolis insurance firm. 





R. R. Callaghan 


James DeVeuve has been appointed 
assistant manager of the Cravens, Dar- 
gan & Company agency of Connecticut 
General Life, San Francisco. Mr.. De- 
Veuve was formerly with Kansas City 
Life and was in the general insurance 
business with his father and brother. He 
saw Overseas service as a captain in the 
air corps. The agency recently moved 
to new offices at 155 Montgomery street, 
and held an open house to mark the oc- 
casion. 

S. P. Hagar & Son, Ashland, Ky. 
have been named district managers for 
Pacific Mutual Life for eastern Ken- 
tucky and southern Ohio. 

H. M. Neckard, National Life & Acci- 
dent, Corbin, Ky., has been named su- 
perintendent of the Corbin district to 
succeed K. E. Helbert, ee: 





nie Olle. L. U. T. c. Sino 


Plans are shaping up for an L.U.T.C. 
course at Oklahoma City next Septem- 
ber, sponsored jointly by Life Under- 
writers Assn. of Oklahoma and _ the 
Oklahoma City association. An enroll- 
ment of at least 50 is expected. W. P. 
Stagg, New York Life, is chairman of 
the committee in charge. 


G. B. Farquhar, 80, a retired insurance 
broker and past president of Washington 
Insurance Club, died at Pratt Hospital, 
Baltimore, where he had been a patient 
for two years. He was formerly asso- 
ciated with T. Janney Brown, in the life 
insurance business at Washington, D. C. 
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ACCIDENT AND HEALTH 





Chicago Award to 
"Man of Year” at 
Cleveland June 28 


The executive board of Chicago 
A. & H. Assn. following a series of 
closed sessions has decided on the man 
who is to be the first recipient of the 
Harold R. Gordon Memorial, a perma- 
nent annual award established by the 
Chicago association, which is intended 
to be the A. & H. industry “Oscar.” 

The presentation will be made to the 
“man of the year” by Irving G. Wess- 
man, Loyalty group, who has just re- 
tired as president of the Chicago asso- 
ciation, at the luncheon meeting at the 
convention of National Assn. of A. & H. 
Underwriters at Cleveland, Tuesday, 
June 28. 

The Chicago association already has 
plans under way for the second award 
of the Harold R. Gordon Memorial next 
year. More than 100 local associations in 
all parts of the country will be asked 





Early SECURITY 





Modern SECURITY 


Today’s armada must be 
built with adequate amounts 
of life, accident, health and 
hospital insurance; and the 
flagship may well be Secur- 
ity Mutual’s non-cancellable 
disability income protection. 


It’s the modern way to meet 
the threat of income loss 
from disability, old age or 
death. 


Security Mutual 
Life Insurance Companp 


INCORPORATED 1886 
Binghamton, New York 
Frederick D. Russell, President 














for suggestions and recommendations 
as to the A. & H. man to be so honored. 





Earle R. Bennett Renamed 
Florida Association Head 


At the annual meeting of Florida 
Assn. of A. & H. Underwriters at West 
Palm Beach, Earle R. Bennett, Provi- 
dent Life & Accident, Tampa, was 
reelected president, Vice-presidents are: 
J. Lynn Golden, Jr., Mutual Benefit H. 
& A. Miami; O. O. Willis, Professional, 
Jacksonville; Harold F. Bartlett, Con- 
tinental Casualty, West Palm Beach; 
O. N. Cronk, Florida Mutual, Orlando; 
Alfred E, Enright, Educators Mutual, 
Miami, 

Fred H. Schippert, Provident Life & 
Accident, St. Petersburg, was reelected 
executive-secretary, and C. B. Pepper, 
Mutual Benefit H. & A., Tampa, was 
named treasurer. 

Dr. Joseph Stewart of Miami, imme- 
diate past president of Florida Medical 
Assn., suggested that the association 
should get together with the doc- 
tors of the state in fixing surgical fees 
for policyholders of private companies 
the same as is done with Blue Cross. 
This is one of the aims of the Florida 
association for the coming year, 





Need to Organize 

The need for disability agents to or- 
ganize for protection of their business 
and their clients was stressed at the May 
meeting of San Francisco Assn. of 
A. & H. Underwriters by Harvey D. 
Quigley, Mutual Benefit H. & A., asso- 
ciation president. He said the success of 
the A. & H. industry depends on the dis- 
ability agent, his conduct and his knowl- 
edge of the business. 

He said the underlying purpose of the 
association is to gear the agent to the 
laws of the state and the laws of his 
company. Without a knowledge of the 
state code and the vital issues of the con- 
tracts themselves, he can not long remain 
in business. 

Special guests were Frank J. Cash, 
vice-president and general manager of 
Associated Factors, and Paul W. Watt, 
vice-president in charge of the group 
department of Washington National. 


Henkle Heads N. D. Assn. 


George Henkle of Bismarck was 
elected president of North Dakota Assn. 
of A. & H. Underwriters at its’ annual 
meeting and sales congress at Fargo. 
He succeeds E. W. Boe of Grand 
Forks, who becomes board chairman. 
A. C. Ulseth of Grand Forks becomes 
vice-president and F. A. McDonna of 
Bismarck, secretary. 

Sales congress speakers were A. Her- 
bert Nelson, Business Men’s Assurance, 
Minneapolis; O. K. Bjornstad, Occi- 
dental Life, and Carl A. Ernst, North 
American Life & Casualty, St. Paul. 

Commissioner Krueger of North Da- 
kota and W. J. A. Jones, National as- 
sociation executive secretary were ban- 
quet speakers. 








Hedges at St. Louis 


Bert A. Hedges, Business Men’s As- 
surance, Wichita, spoke on “Getting 
to Today’s Market” at a luncheon meet- 
ing of A. & H. Underwriters Assn. of 
St. Louis. 





Hear Utah Commissioner 


The May meeting at Salt Lake City 
of Utah A. & H. Club was devoted to 
business matters. Commissioner Terry 
introduced by Program Chairman A. 
Harry Good, expressed a desire to co- 
operate in every way with insurance 
interests and asked the aid of each 
member of the club. Officers will be 
elected in June. 





Gregory at Wichita 


Kansas Assn. of A. & H. Underwrit- 
ers had a record turnout at Wichita with 


National President Eugene F. Gregory, 
Business Men’s Assurance, Denver, as 
speaker. A membership gain of more 
than 300% was reported by President 
Claude W. Jackson, Inter-State Assur- 
ance, in the national membership con- 
test, which has just ended, thus putting 
the Kansas association in line to win 
the silver membership cup. 





Seek Ind. Ruling on Blue Cross 


Commissioner Viehmann of Indiana 
has asked Attorney-general McManamon 
for an opinion on the legality of com- 
munity-wide membership solicitations by 
the Biue Cross and Blue Shield hospital 
and medical insurance plans. Mr. Vieh- 
mann said that the question is whether 
a community could be considered a 
“group” and enrolled as such by the 
organizations. 





Novocaine in Artery “Accident” 


Death during a tonsillectomy, during 
which novocaine was unintentionally in- 
jected into the insured’s artery, causing 
his death, is an accident “effected directly 
through external, violent and purely ac- 
cidental means” according to the Texas 
court of civil appeals, which upheld the 
Taylor county district court. The case 
is Leverett vs. National Life & Accident. 





ASSOCIATIONS — 


McNamara Named 


as Wis. President 


MADISON, WIS.—Frank G. McNa- 
mara, general agent Old Line Life, Wau- 
kesha, was elected president of the Wis- 
consin State Assn. of Life Underwriters 
at the annual meeting here. He suc- 
ceeds Roman M. Vetter, Continental As- 
surance, Madison. A. Jack Nussbaum, 
Massachusetts Mutual, Milwaukee, be- 
comes administrative vice-president; C, 
W. Tomlinson, Bankers Life, Madison, 
vice-president; William H. Pryor, Con- 
necticut Mutual, Milwaukee, national 
committeeman, and Walter C. Mayer, 
Mutual Benefit Life, Milwaukee, secre- 
tary. 

The sales congress had as chairmen 
Robert A. Judd, Phoenix Mutual, presi- 
dent Madison association, and Carl J. 
Homann, Mutual Trust Life, co-chair- 
man of the committee. 

A. Mickelson, president Madison 
C.L.U. chapter, presided at a C.L.U. 
breakfast Friday. 

Wisconsin Insurance Leaders Round 
Table met with about 75 in attendance. 








Clue to a Record 


How many policies make a rate 
book? In Occidental it takes 
only about 45, plus 10 riders. 


Yet these make possible more than 
300 simple combinations of benefits 
and nearly 9,000 multiple 
combinations —each in one package 
under a single premium billing. 


Hence contracts that exactly 
fit each buyer's need. 
And hence—more sales! 


occidental life 
INSURANCE COMPANY 


of California 
V.H. JENKINS, Senior Vice President 


"We pay agents lifetime renewals — they last as long as you do” 
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Paul Duback, trust officer First Wiscon- 
sin Trust Co., Milwaukee, spoke on 
“Practical Estate Planning Problems.” 
Harold R. Noer, Wisconsin Life, Madi- 
son, was elected chairman, succeeding 
Richard M. Forester, Mutual Benefit, 
Milwaukee; Clyde Coffel, Phoenix Mu- 
tual, Milwaukee, vice-chairman, and 
Lawrence Balza, New York Life, Green 
Bay, trustee. 


C. V. Shepherd Heads Iowa 
Quarter Million Club 


DES MOINES—C. V. Shepherd of 
Cedar Rapids, general agent in eastern 
Iowa for National 
Life of Vermont, 
was elected chair- 
man of the Iowa 
Quarter Million 
Dollar Club at the 
annual meeting 
here. 

Joe A. Rhom- 
berg, Northwestern 
Mutual, Dubuque, 
was named first 
vice - chairman; 
Warren F. Roude- 
bush, Northwest- 
ern Mutual, Water- 
loo, second  vice- 
chairman; Parker L. Crouch, Equitable 
of Iowa, Des Moines, qualification chair- 
man and treasurer, and Paul B. Welty, 
Connecticut General Life, Shenandoah, 
secretary. 

Max Shriver, 








Cc. V. Shepherd 


Aetna Life, Des Moines, 


won the “idea contest” held in connec- 
tion with the annual meeting. Will 
Zaiser, Prudential, Des Moines, won 


second honors. 

Life certificates were presented to 20 
members who have qualified for three 
consecuttive years. 


Col.-Wyo. L.U.T.C. Course 


As a result of discussions with E. L. 
G. Zalinski, managing director of the 


Life Underwriting Training Council, 
agents in Colorado and Wyoming de- 
cided to undertake the formation of an 
L.U.T.C. course. The chairman is Rob- 
ert Samuels, head of the Denver asso- 
ciation’s education committee. The 
course will be launched in October. 





Detroit “Salesatomic” 
Conference Crowded 


The Detroit Life Underwriters Assn. 
staged a “jet-propelled salesatomic” 
conference with over 500 attending. J. V. 
Buck, Bankers Life of Iowa, chairman, 
opened the first session with bursting 
balloons and a thunderous exploding 
smoke bomb. 

Ralph L. Lee, director of public re- 
lations, General Motors Corp. spoke on 
the subject “Man to Man.” He urged 
that agents endeavor to turn “needers 
into wanters” and become a “purchas- 
ing agent for his client.” Glenn Drake, 
director, producer and lecturer, talked 
on “Personality in Salesmanship.” Mr. 


Drake, with the assistance of Ruth 
Kelley, Manhattan Life, gave actual 
demonstrations on how to approach 
people in both business and social situa- 
tions. 

Bert C. Nelson, Northwestern Mu- 


tual, Milwaukee, spoke at one afternoon 
session on his formula for success as 
an agent. 


Rudolf Leitman, New York Life, was 


moderator of a panel session, “Sales- 
formation Please.” The panel of ex- 
perts, consisted of all guest speakers, 


leading Detroit gen other busi- 
ness men. W. Jenkins, vice-presi- 
dent sate ba National, closed the 
conference with a review of the day’s 


activities. 


Form Northern Mich. Assn. 


TRAVERSE CITL, MICH.—North- 
ern Michigan Assn. of Life Underwrit- 
ers has been organized here with about 
35 charter members, 
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New Orleans 


EDWARD G. SIMMONS 
Executive Vice-President 





FOR CAREER LIFE UNDERWRITERS 
S Y a 





INCOME AGAINST 
OLD AGE and ILLNESS 
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Pan American Life Insurance Company 


offers a Career Contract for Career Men 
embracing a Pension for Retirement with 
Disability Provisions and Death Benefits 
..+.-0On A Non-Contributory Basis .... 


Plus = 


- UNEXCELLED SERVICE 
COMPETITIVE MERCHANDISE 
. FLEXIBLE UNDERWRITING 


For Information Address: 
CHARLES J. MESMAN, Superintendent of Agencies 


PAN-AMERICAN LIFE INSURANCE CO. 
CRAWFORD H. ELLIS, President 


Vice-President & Agency Director 


AT 65 


* 


KENNETH D. HAMER 








Constitution and by-laws were adopted 
and officers elected at a meeting of 
about 40 local men with E, P. Balkema, 
Northwestern National, Detroit, national 
committeeman of the Michigan associa- 
tion, and Harold Brogan, Ohio National, 
Lansing, state secretary. 

President is T. B. Pemberton, Equi- 
table Society, Traverse City; first vice- 
president, Warren Sprauge, Continental 
Assurance, Mesick; second vice-presi- 
dent, Neal Jones, Northwestern Mutual, 
Traverse City; secretary, Owen Sher- 
beneau, Metropolitan Life, Traverse 
City; treasurer, Carlos Heazlit, Minne- 
sota Mutual, Cadillac; national commit- 
teeman, William A. Wadsworth, Travel- 
ers, Traverse City. 





N. D. Sales Congress 
Draws Crowd of 200 


The fact that it will be necessary to 
“plan your work and work your plan” 
even more diligently than in the imme- 
diate past was emphasized at the North 
Dakota sales congress at Fargo, About 
200 attended. 

Harold J. Cummings, president of 
Minnesota Mutual, demonstrated how 
life insurance works out to better ad- 
vantage than even bonds or any other 
form of property. A. R. Jaqua, head of 


the Southern Methodist University 
course, showed a short-cut method of 
programming, using package sales to 


round out program objectives. Later 
in the day, he discussed prospecting, 
showing figures to indicate that agents 
taking the S.M.U. course and seeing six 
people a day, with a reason for seeing 


them, would ultimately ‘be successful. 
A. B. Dill, Equitable Society, Grand 
Forks, showed his method of plan- 


ning a program and how he has built 
up a progressive method of program- 
ming over the years. 

Luncheon speakers were ‘Commis- 
sioner Krueger of North Dakota, who 
discussed insurance bills offered at the 
recent legislative session, and Rev. R. G. 
Hohn. 

In the afternoon, Brady M. Minnis, 
Provident Life of Bismarck, discussed 
soliciting life insurance in rural areas. 
James Scholefield, agency vice-presi- 
dent of North American Life & Casu- 
alty, discussed 1949 prospects and urged 
his listeners to forget that the business 
is in a period of “disinflation” and to 
see aS many people as ever before, or 
even more. 

R. A. Trubey, manager Guardian Life 
at Fargo, was general chairman. 


South Bend—Newell C. Day, general 
agent Equitable of Iowa at Davenport, 
Ia., spoke on “A Blueprint for Happi- 
ness.” Twenty-one members received 
the national quality award. 


Memphis—Dr. H. W. Qualls, secretary 
of Tennessee state board of medical 
examiners, spoke on “The Menace of 


Socialized Medicine.” 


Martinsville, Va.— New officers are: 
Cc. D. Hall, president; R. P. Cook, vice- 
president, and J. P. Sutton, secretary. 


The retiring president is James F. Hod- 


nett. 


Austin—P. J. Rutledge, leading per- 
sonal producer of Great National Life 
of Dallas, spoke on “My Philosophy of 
Making a Living.” 

Ben Albright, Great Southern, was 
elected president; Don Richardson, 
American National, vice-president; Bu- 
ford Stewart, American General, secre- 
tary; G. D. Driskill, Southland, treas- 
urer. The new officers will be installed 
June 14 at Barton Springs. 

Green Bay, Wis.—Business life insur- 
ance was discussed by Ray Mertz, Mu- 
tual Life, Milwaukee, at the May lunch- 
eon meeting of Northeastern Wisconsin 
association. 

Butler, Pa.—A meeting will be held 
June 2, with Ralph G. Hegner, president, 
in charge. 

Augusta, Ga.—D. L. Ballard was 
named president at the May meeting. 
Others elected were Wilson P. Mason, 
vice-president; H. E. Avant, 2nd vice- 
president, and H. M. Tarpley, secretary- 
treasurer. 

Sheboygan, Wis.—V. V. Van Leuven, 
Milwaukee manager of New York Life, 
spoke at the May luncheon meeting. 
Walter P. Ebert, Mutual Life, was 
elected president to succeed Roman 





Wagner, Bankers Life of Iowa; Victor 
Graef, vice-president; Floyd Meyer, sec. 
retary. 

Manhattan, Kan.—At the last meeting 
of the season June 11, Elmer Henry, 
Victory Life, Dodge City, will speak. 
President Paul D. Raymond, Nationa) 
Fidelity Life, new 8rd vice-president of 
the Kansas association, will report on 
the sales congress and annual meeting 
at Wichita. 

Corpus Christi, Tex.—New officers wil] 
be installed June 13. They are: 4} 
Schmid, president; Andy Dickinson, vice. 
president; T. Ray Kring, secretary, ang 
Phillip Garber, treasurer. 

Harry Wood, Jr., is immediate past 
president. 

Washington — The first annual outing 
was followed by a dinner, at which Wil. 
liam Macey, Phoenix Mutual, acted ag 
toastmaster. Jack Strait, Sun Life, won 
first prize for the lowest golf score. 


COMPANY MEN 


Manhattan Names Seale, 
Nelson Divisional Chiefs 


H. O. Seale, Jr., Pacific Coast super- 
visor of Manhattan Life, has been ap- 
pointed superintendent of agencies of 














H. O. 


Seale, Jr. 


H. J. Nelson 


the west division and Harry J. Nelson, 
supervisor central division, becomes su- 
perintendent of agencies, midwest. 
Prior to joining Manhattan Life, Mr. 
Seale had had 18 years of life insurance 
experience with the Northern Life of 
Seattle as an agent and later as super- 
intendent for Oregon and California. 
Mr. Nelson became supervisor of the 
central division last February. He en- 
tered life insurance in 1922 with Mutual 
Trust Life and was with it until he 
joined Manhattan Life, his last position 
being manager of agency planning. 


Prudential Ups Gagner 


Prudential has transferred Stanley H. 
Gagner, assistant district manager in 
charge at Ashland, Wis., to the field 
training division schools in Newark and 
in the field. Joining Prudential in 1939, 
Mr. ee has been at Ashland since 


~ COMPANIES 


Federal Old Line Gets 
‘Show Cause’ Order in Wash. 


SEATTLE — Commissioner W. A. 
Sullivan has begun legal action in King 
County superior court to take over the 
affairs of Federal Old Line Life, a Se- 
attle mutual which has been involved 
in a lengthy legal tangle with the Wash- 
ington department. 

Assistant Attorney General Spiller 
secured an order directing the company 
to appear May 24 to show cause why 
an order should not be entered direct- 
ing Commissioner Sullivan to “reha- 
bilitate” the company, or to enjoin it 
from transacting new business. Sulli- 
van attempted to secure a court order 
to prevent the company from doing any 
further business pending the outcome 
of the hearing on the show cause order, 
but the court refused to act on this re- 
quest. 

The most recent action by the depart- 
ment followed the Washington supreme 
court decision upholding Commissionef 
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Sullivan’s authority to move against the 
company. This was challenged in 1947 
and Federal Old Line Life was success- 
ful in winning its fight in the lower 
court. However, the supreme court re- 
yersed the lower court which had granted 
the company a permanent restraining 


order. 

After the May 19 court order was se- 
cured, J. R. Cissna, chairman Federal 
Old Line Life, said that the company 
is in much stronger financial position 
than in any time in its history. He point- 
ed out that the Federal Old Line Life 
has until June 5 to file a motion for re- 
hearing and reconsideration of the su- 
preme court decision. 


Examine Nat'l of Vt. 


National Life of Vermont is under- 
going the regular quinquennial exami- 
nation.. It is a zone, as well as a state 
examination. Joseph Froggatt & Co. 
of New York City is in charge of the 
examination for the state. 





Republic National’s production leader 
in life insurance for April was W. H. 
Alley of Tulsa and in A. & H. was 
O. L. Johnson of Haskell, Tex. Fort 
Worth was the leading agency. The 
company is running a basic training 
school at the home office this week. 


Loyal Protective Life’s agents set a 
new record for a single day’s production 
on President John M. Powell’s birthday. 


MANAGERS 


Aldrich President of Okla. 
General Agents & Managers 


Kenneth L. Aldrich, Guardian Life, 
was elected president of Oklahoma Gen- 
eral Agents & Managers Club, to suc- 
ceed Bryan Johnson, Business Men’s 
Assurance. J. W. Rivers, Union Cen- 
trale, is vice-president, and G. Scaling 
Corbyn, American Mutual Life, secre- 
tary. 

The importance of training the gen- 
eral agent or manager to qualify for giv- 
ing the proper training to members of 
his agency was stressed by Kenneth D. 
Hamer, vice-president and agency man- 
ager of Pan-American Life. 

The club will hold its picnic June 17 
at Twin Hills Country Club. 











Must Recognize Limitations 


San Antonio Life Managers Club 
heard E. Wayne Wood, chairman of 
the committee on education of San An- 
tonio Assn. of Life Underwriters, ex- 
plain the part of the managers in se- 
lecting those capable of benefiting from 
the L.U.T.C. courses. He emphasized 
the need for selecting capable men only. 

Ralph Langley, attorney, spoke on 
the relation of the life insurance man 
and the attorney. He emphasized that 
each of them should recognize the 
limitations which his training, knowledge 
and experience place on him and then 
cooperate with the man in the other 
field so that their clients may be best 
served. 





Houston Managers Elect 


Houston Assn. of Managers & Gen- 
eral Agents has elected C. A. Chase, 
Occidental Life of N. C., president; 
Peter Holt, Aetna Life, vice-president, 
and Richard Wilson, Phoenix Mutual, 
secretary. 


Milwaukee Cashiers Elect 


Milwaukee Life Insurance Cashiers 
Assn. has elected Alfred Nickel, Equi- 
table Society, president; Martin Larson, 
Old Line Life, vice-president, and 
Eleanor Ogle, New England Mutual, 
secretary. 





The next event of the Seattle Life 
Managers Assn. will be the annual out- 
ing at Ranier Golf Club June 10. This 
will be the final meeting until September. 


XUM 


POLICIES 


Columbian National Life 
Adds Term to 70 Policy 


Columbian National Life has added a 
new policy, term to age 70. Written 
ages 20 through 55, the policy has level 
premiums to age 70. Minimum amount 
issued is $5,000. There are cash, paid- 
up, and extended insurance values up to 
the 70th year. Family income may be 
added for 10, 15, 20, or 25 year periods, 
but not to extend beyond the policy 
anniversary nearest the insured’s 70th 
birthday. Conversion to a permanent 
form of life insurance on either attained 
age or original date bases may be made 
up to the anniversary nearest the in- 
sured’s 65th birthday. 








Security Mut'l Correction . 


In an item in the May 6 issue on the 
tact that Security Mutual Life of Bing- 
hamton was removing the 10-year ag- 
gregate limit on its non-cancellable pol- 
icy providing five years total disability 
payments for any one disability, the 
word “removed” was omitted giving a 
meaning opposite to that intended. 
There was also a typographical error 
in the company’s name in the headline. 





Girard’s New Family Income Plan 


Girard Life now writes a maximum 
of $50 monthly income per $1,000 of base 
policy under its family income plans. 
Minimum base policy is $1,000 and min- 
imum monthly income $25. Family in- 
come is written for periods of 20, 15 and 
10 years from issue with corresponding 
premium paying periods of 15, 10 and 6 
years. 





Connecticut Mutual Life has _ in- 
creased the maximum limit for single 
premium annuities on one life from 
$50,000 to $150,000. 


SALES MEETS 


Intermountain Rally 
at Salt Lake City 


The spring meeting of New York 
Life’s Intermountain branch was held 
at Salt Lake City with Manager Sterling 
W. Sill presiding. Company officials 
who spoke included Dudley S. Bates, 
superintendent of agencies at San Fran- 
cisco; Henry Held, home office agency 
department, and Andrew H. Thomson, 
director of management training. 














Becker at Wis. Meeting 


Charles E. Becker, president of 
Franklin Life, was one of the speakers 
at a Wisconsin state meeting at Mil- 
waukee. The meeting was in charge of 
R. J. Kalbskopf and R. L. Hesse of 
Wisconsin State Managers, Madison, 
who took over the direction of the Mil- 
waukee area several months ago with 
the retirement of Frank W. Engel as 
Milwaukee general agent. 


Sales Clinic at Washington 

WASHINGTON—Prudential held a 
regional industrial sales clinic meeting 
here addressed by President Carrol M. 
Shanks and attended by 1,200 managers, 
assistant managers and top agents of 
eastern offices. 


RECORDS 


BANKERS LIFE OF IOWA — During 
the first four months sales totaled $51,- 
748,248, up more than $1,900,000. Of this, 
$38,244,715 was ordinary and $13,503,533 
aveee April sales totaled $10,821,991, of 
which $9,970,991 was ordinary. Insurance 
in force at the end of April stood at 
$1,404,976,918. 

BENEFICIAL LIFE—Business for the 
first quarter showed a slight increase. 














WHAT CAN 


THE EXTRA MAN* 
DO FOR YOU? 






4 








One of your substantial clients wants to supple- 


ment his own plan by starting his eleven year old 
son’s insurance program early, and asks you to 


place as much as you can in the boy’s name. 











Connecticut General will 
write up to $100,000 on an 
* The EXTRA MAN typifies eleven year old child. 
the specialized help that you as 
a broker can secure from your 
nearest Connecticut General 
office. The example above is 
one of many ways that The 
EXTRA MAN can help you 
build or conserve business. 











CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE, ACCIDENT IN- 
SURANCE. HEALTH INSURANCE 
AND ANNUITIES. ALL FORMS OF 
GROUP INSURANCE AND GROUP 
ANNUITIES. PENSION TRUSTS 
SALARY ALLOTMENT INSURANCE 








of Distinction 


An Emblem 











Sound business management and very low mortality have 
given Lutheran Mutual the distinction of being one of the 
very lowest net cost companies in the United States. 
Inquiries, regarding agency openings, are invited from 
Lutherans. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, Iowa 
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SALES IDEA OF THE WEEK 





Say Sales Job Incomplete 


Till Program is 


NEW YORK—Brokerage supervisors 
in the New York City area are con- 
vinced by their estate analysis and pro- 
gramming work that until a thorough es- 
tate planning job has been done for a 
client the selling job has not been com- 
pleted. Most producers fail to write as 
much business as can be written on a cli- 
ent through simple failure to call again 
aiter one sale has been made. 

Experienced supervisors point out that 
full-time agents and brokers in pre- 
senting a prospect’s policies for analysis 
and programming almost inevitably turn 
in policies previously issued by one or 
more ofher companies. No particular 
company’s producers seem to be doing 
an outstanding job of selling additional 
coverage for in a relatively short time 
the policies of almost all companies come 
across supervisor’s desks to be included 
in a program. 


Program Binds the Client 


Once the program has been ccom- 
pleted, however, the client usually sticks 
to the producer or company that has 
done the programming job. If they 
want more they go back to the agent 
who handled the program. If they have 
an uncoordinated miscellany of policies 
they.seem willing to buy from the pro- 
ducer on the basis of his sales talk. 
Though there are always the cases that 
are, based.on friendship the real bind- 
ing’ of client to producer can be done 
only by the programmed analysis. Cyn- 
ical. producérs’ have been surprised but 
pleased at the fondness with which cli- 
ents regard; simplified estate analysis 
brochures. 

It is very difficult if not impossible 
to sell a man who has been programmed 
recently... Usually he is so glad to have 
the program that he tells the agent 
trying to make the sale that he’d ‘like 
to go back to the programming agent 
before he thinks of buying more. Pros- 
pects seem to delight in pulling a pro- 
gram analysis out of their pockets and 
telling the agent “I’m all set. I’ve got 
a program.” 


Service a Competitive Tool 


Program preparation and other serv- 
ices which brokerage supervisors do 
for some independent producers has be- 
come an important competitive tool. 
Though some brokers are interested in 
net cost figures and like to get a pres- 
entation for their client from a number 
of companies the varying amount. of 
service they get from different offices 
is now generally considered to be more 
important. 

Some brokers have found after putting 
a number of harassed supervisors to 
the task of preparing a _ presentation 
that they’ve found a way to save 5c a 
$1,000 and in most instances not worth 
the trouble involved or the feeling en- 
gendered in the supervisor who has 
spent cofisiderable time in drawing up 
a program only to have it discarded. 
The trend now is for a broker to build 
himself up with one office and thereby 
qualify for better service and higher 
commissions. Underwriting may be 
somewhat liberalized for him also. The 
agency connection gets so close that the 
broker does practically all his business 
with that office, despite occasional temp- 
tation to go to another company which 
may have some special deal. The shop- 
ping around of the life broker can be 
tempered somewhat by astute question- 
ing as to what the program may re- 
quire. What one company may offer 
in the early policy years it may not 
offer in the later years, when another 
company will. Each supervisor has an 
answer to the claimed superiority, of, 
other companies. 

The tasks of brokerage supervisors 


Arranged 


have become much more complicated in 
recent years with the great emphasis on 
programming. Although the number of 
jumbo cases has never been very large, 
they present problems when the amount 
of the policy exceeds the company’s ac- 
ceptance limits. The acceptance limits, 
though furnishing a good guide, can gen- 
erally be changed by the home office 
and that is often done depending on the 
case involved. But when the home office 
decides to accept, for example, $100,000 
of a $200,000 policy, in notifying the su- 
pervisor of the amount it will take, it 
also indicates the names of the com- 
panies which will be sharing the risk 
through reinsurance. The supervisor 
generally then does not place any busi- 
ness direct with those sharing companies 
but spreads it through other company 
agencies. This surplus business is gen- 
erally spread on a reciprocity basis. The 
increased purchase of business insurance 
has resulted in many requests for larger 
policies. 
“Twinning Up” Policies 

A technique has developed in the 


spreading of surplus business, partic- 
ularly since the CSO table was ‘adopted, 


which is aimed at averting inquiries 
from clients on premium charges, It is 
called “twinning-up” the policies. On 


stock company non-participating policies, 
the surplus lines might go to other stock 
companies whose rates produce about 
the same premiums. The client then 
doesn’t have the opportunity to start 
asking questions as to why his premiums 
differ for the same coverage. Similarly 
mutual companies whose rates are about 
the same are usually selected to share a 
iine. 

If the program involves coordinating 
policies for five different companies the 
arrangements with different home offices 
as to settlement options can be very 
involved. Usually this is all handled by 
the supervisor. 


Caution Needed in Spreading Risks 


Problems are sometimes created by 
the larger brokerage houses who decide 
that they will do the spreading of the 
business of large risks on their own. 
This procedure frequently results in 
gnarled programs which take a good 
deal of ironing out. The successful ar- 
rangement of the program itself, may 
run into difficulty because of the rein- 
surance treaties of the home offices, dif- 
ferent selection regulations, policy limi- 
tations, etc., none of which are uniform. 
Aviation restrictions, waiver of premium 
and disability are among the principal 
sources of trouble. 

Certainly the beneficiary would be 
considerably irritated to learn that some 
of the policies provided coverage but that 
others only permitted premium refund, 
etc. The supervisors who are doing the 
better service job for their brokers are 
daily gaining more of the business from 
an office which acts only as a placing 
medium. 


Opens New Okla. Offices 


Home State Life is opening district 
offices at Capitol Hill, Oklahoma City 
suburb, with Bill Cox of Tulsa as man- 
ager; Clinton, Carl Graves manager; 
Altus, Olaf Schoaf manager, and Bart- 
lesville, Jim Hamilton manager. 





Insurer Loses in Ulcer Case 


An applicant who was x-rayed and 
treated for stomach ulcer, but later had 
reason to believe the diagnosis was in- 
correct, did not falsely represent his 
health in the application, even though 
he later died of a stomach ulcer, the 


-U..S. court of appeals has held, in af- 


firming an appeal from the northern 


Florida federal district court in Pan- 
American Life vs. Fowler. The court 
pointed out that ‘the policies in ques- 
tion were endowments and that if the 
insured had been trying to deceive the 
company he could have purchased ap- 
proximately four times the coverage in 
other forms of insurance for practically 
the same premiums. There was evidence 
that the ulcer causing death could have 
developed after the policy was issued. 





Bill Would Waive Tax on 


Policy Bought for Employe 


WASHINGTON — Sen. Langer 
North Dakota has introduced a bill 
allow exclusion from gross income 
an employe for income tax purposes 
payments, made by his employer, of pre- 
miums on not over $10,000 of term in- 
surance on the employe’s life. 





Central Life Festivities 


President Alfred MacArthur of Cen- 
tral Life of Chicago. was host to a fam- 
ily party of head office executives, direc- 
tors, Chicago agency leaders, insurance 
department representatives and_ their 
wives that included cocktails and dinner 
at the Electric Club and then the bois- 


terous Olsen and Johnson show at Chi. 
cago Stadium. Mr. MacArthur and Cen. 
tral Life provided Olsen and Johnson 
with much of their audience discomfiture 
features for the evening, the ammunition 
having been provided by Arthur Wi irtz, 
president of Chicago Stadium and im. 
presario of the Olsen and Johnson show, 
who is the father-in-law of Alexander 
MacArthur of Central Life organization, 
son of Alfred MacArthur. 


Now 2nd V.-P. 


Equitable Society 
has advanced Clar- 
ence B. Metzger to 
2nd_ vice - president. 
He joined the com- 
pany in 1924 in the 
Woods agency in 
Pittsburgh. Later he 
was made superin- 
tendent of the agen- 
cy and in 1936 was 
appointed manager 
at Buffalo. He was 
transferred to the 
home office in 1940, 
serving as assistant treasurer and _ later 
as director of agency training. 








Cc. Metzger 
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life underwriting. 


Fifth Annual President’s Club 


June 24-25, 1949 
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KANSAS CITY 





tadership. We extend 
our congratulations to 181 members 
representing 39 states and the Distri 
Columbia meeting this year in Detra 
Congratulations for an outstanding sa 
job... Congratulations for high principles of 


We hope that as in the past each member 
will benefit greatly from the exchange of suc- 
cessful ideas with his associates. 


Hotel Fort Shelby, Detroit, Michigan 
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Mass. Mutual Has 
Ist of 4 Regionals 


The first of four regional conferences 
of Massachusetts Mutual agents asso- 
ciation opened this week at French Lick 
Spring hotel. Because of the growth of 
the organization it is now impossible 
to hold one meeting for all representa- 





Cc. O. Fischer L. J. Kalmbach 


tives as in previous years, and regional 
conferences have been arranged. Agents 
attending the conferences are members 
of the Leaders Club and the $150,000 
Club, other agents who were especially 
invited, general agents and company of- 
ficers. 

After the official opening by Ralph D. 
Lowenstein, a general agent at St. Louis, 
Leland J. Kalmbach, vice-president, dis- 
cussed the company’s operations. He 
emphasized the importance of writing 
a favorable class of business and of mak- 
ing every effort to sell a_ sufficient 
amount of insurance to meet the real 
needs of each applicant. 

James M. Blake, manager of field 
service, conducted the court of honor 
which gives recognition to outstanding 
accomplishments of agents. Burt H. 
Wulfekoetter, Cincinnati, discussed, “My 
27 ais With the Massachusetts Mu- 
tual.” 

A panel discussion of “The Sale’s the 
Thing,” emphasized prospecting, the ap- 
proach, motivating ideas, and the close. 
Another panel on “Sales Tools and Sales 
Methods,’ covered thoroughly the com- 
pany’s new life insurance planning and 
coordinating service, “Design for Se- 
curity;” direct mail; and the Massa- 
chusetts Mutual audit. Among other 
topics discussed was a complete analysis 
of group coverage, employe benefit 
plans, pension trusts, group insurance 
and group underwriting. 

Vice-president Chester O. Fischer 
presided at the dinner. Mr. Kalmbach 
presented 25 year service emblems. 

Mr. Fischer closed the meeting with 
a discussion of the year ahead, giving 
a report of the production records of 
the field forces and outlined the chal- 
lenge and opportunity of the remaining 
months. 

The second conference will be at the 
Sheraton Bon Air Hotel, Augusta, Ga., 
June 7-8. The regional for New Eng- 
land, New York, New Jersey and Penn- 
sylvania agencies will be at Lake Placid, 
N. Y., Club, June 13-15. Completing 
the series will be the June 27-29 meeting 
of west coast agencies at Tahoe Tavern, 
Lake Tahoe, Cal. 

Total attendance will number about 
1,000. 


Guardian Holds School 
For Col. Field Men 


A three-day intensive training confer- 
ence for Colorado field men of Guardian 
Life was held at the Broadmoor hotel, 
near Colorado Springs. Company offi- 
cials conducting the conference were 
Frank F. Weidenborner, agency vice- 
president, and Paul E. Van Horn, di- 
tector of field training. 

Highlights of the meetings were two 
sales demonstrations, one conducted by 
C. R. Harvey on telephone technique, 
and the other by J. H. Lewis on the 
social security approach. Sam Baum, 
Guardian’s leading agent in 1948, ad- 
dressed the conference on business in- 
surance, 


Industry Probe 
Not to Be Feared 


The life insurance industry, Eugene 
M. Thore, general counsel of the Life 
Insurance Assn. of America, told the 
Illinois Assn. of Life Underwriters at 
its meeting in Springfield this week, 
has nothing to fear should Congress 
decide to conduct another investigation 
of its activities. Fairly conducted, this 
will bring to public attention the sound- 
ness of the system the states have regu- 
lated so well and prove the need for 
greater expansion of the private insur- 
ance system. 

Post-war, the savings gathered by 
the life companies had been needed as 
loans to industry for reconversion and 
expansion of plant facilities. It is diffi- 
cult to believe, he said, that the growth 
of life insurance could have anything 
but a healthy effect on the economy, 
but it seems that growth and strength 
nurtured through voluntary processes 
must inevitably meet the challenge of 
those who do not have complete con- 
fidence in the countrys traditional eco- 
nomic philosophy. Life insurance has 
faced this challenge before, but subtle 
propagandists allude to the size of life 
companies as an ill omen in these times, 
and the challenge may have to be faced 
again. 


Size Necessary for Job 


An enterprise should always be con- 
ducted upon a scale large enough to do 
the job, he added. Without bigness in 
some lines, the public cannot be served 
at all. A small transcontinental railroad 
is an impossibility. Locomotives and 
air transports can’t be built in shifts and 
stay in business. It takes adequate facili- 
ties to insure a nation of the size of 
the United States. There should be 
pride in this confidence for bigness 
when it assures greater efficiency, bet- 
ter management, distribution of risk, 
and more effective scientific methods. 

Countrywide, there are more than 500 
legal reserve life companies. There is 
keen competition for business. There 
are three times as many life companies 
transacting business today as in 1906. 
Those unacquainted with the statistical 
requirements of growth have sought to 
demonstrate that life companies with 
the passage of time will acquire a 
greatly increased dominance in the eco- 
nomic life of the country. Prognostica- 
tion of the size of one of the life com- 
panies at some time in the future is 
sought to be shown by taking definite 
dates in the past, ascertaining the rate 
of growth which occurred between these 
dates, and then projecting this into the 
future as a measure of later growth. 

This illustrates the use of data to 
mislead rather than instruct. For ex- 
ample, if someone in 1930 had attempted 
to forecast the present assets of the 
largest life company on the base of the 
rate of growth of its assets within the 
previous 20 vears, he would arrive at 
a figure indicating assets four times 
greater than they are. Starting in 1910, 
the projection would have resulted in 
a figure nearly 20 times the company’s 
current assets. 





U. S. Life Promotes 
Two in Group Dep't 


United States Life has promoted Wil- 
liam P. White, Jr., to director of sales 
and service, and Paul Krenicky to ad- 
ministrative assistant, in the group de- 
partment. Mr. White will assist brokers 
and agents in the sale and service of 
all regular forms of group coverage, as 
well as in the installation of employer 
groups under disability benefits cover- 
age. He had considerable experience 
in New Jersey on disability benefits. 

Mr. Krenicky, formerly supervisor of 
the group department will prepare ad- 
ministrative manuals, develop new 
forms, and handling administration of 
group cases. He will work under Fred 
O. Becker, group manager. 











He Never Makes a Penny 
Selling Nuts and Bolts 


What he sells is know-how and ability to do a 
job well. Our field men feel the same way. They 
sell Security, and the knowledge of how to make 





it real. 
PROTECTIVE LIFE 


Of course, when a trained 
is a real career 


man takes this viewpoint, his 
sales increase. So does his 
zncome! 


Our Compensation Plan—Includes liberal 
first-year and renewal commissions, 
vested renewals, lifetime service commis- 
sions, non-contributory retirement plan, 
group life insurance, hospitalization and 
surgical benefits, and a SPECIAL CASH 
BONUS FOR PERSISTENCY. 


Our Training Plan—Includes continuous 
office and field training in successful 
sales methods, consisting of a 5-point 
learn-as-you-earn program. 


GENERAL AGENCY OPENINGS 
IN TEXAS, KENTUCKY, NORTH 
CAROLINA, GEORGIA. 


A Complete Line of Policy Contracts 
For Information Write to Personal Relationship—Agency opera- 
tions are exceptionally flexible so that 
we can do things the way you want 
them done. 


Interested?—Write today for details. 


Cc. B. McKenzie 


Agency Vice-President 











PROTECTIVE LIFE 


COMPANY 


INSURANCE 
William J. Rushton, President 


BIRMINGHAM 


ALABAMA 





Serving the South Since 1907. Insurance in force over $335 million 














STEADY GROWTH...Now Operating in Seven States 


Capital Insurance 
Year Assets Surplus in Force 
1908 5,482 5,482 744,032 
1938 1,015,879 302,266 11,741,911 
1948 4,969,740 1,417,585 74,653,754 
1949 6,199,146 1,719,240 85,129,523 


4 ae GROW WITH US 
In Missouri, Illinois, lowa, Kansas, Kentucky, Arkansas, and Oklahoma. We have 
openings for good personal producers in all of the above states with a very at- 


tractive agency contract. 
ite: H. G. Zelle, President 


MISSOURI INSURANCE COMPANY 


705 CHESTNUT STREET ST. LOUIS 1, MISSOURI 
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Area Meet of | Cal., Arizona 
Managers Held at L.A. 


(CONTINUED FROM PAGE 9) 


agency, Mr. Bare said that attention 
must be given to the wife and family 
of the agent almost as much as the 
agent himself. Typifying the agent’s 
family as his “cheering section” he said 
this point of view is desirable. 

In examining the morale of an agency, 
Mr. Bare declared that these questions 
should be covered: The agents sense 
of security, neglect of the older men, 
the general agents vocational compe- 
tence, confidence granted to the agents, 
loyalty, the agents welfare, recogni- 
tion of the agent and the instilling of 
enthusiasm. 

G. A. Satten, Mutual Life, president 
of the Life Insurance Managers Assn. 
presided at the luncheon session. 

E. A. Ellis, Pacific Mutual, presided 
Over a panel designated as ‘“master- 
minds.” The panel was divided into 
two sections, the “veterans” and the 
“young geniuses.” The veterans in- 
cluded: Wilmer M. Hammond, Aetna 
Life; George N. Quigley, Sr., Provident 
Mutual; John R. Mage, Northwestern 
Mutual, and Chase Wickersham, New 
York Life. The young geniuses were: 
Frederick A. Schnell, Penn Mutual; 


George N. Quigley, Jr., Manufacturers 

Life; Robert L. Woods, Massachusetts 

— Life, and Neil Burton, Canada 
ife. 

Charles J. Zimmerman, associate 
managing director L.I.A.M.A., reviewed 
the meeting and gave a talk on the re- 
sponsibilities of manager and general 
agents as the key men in the develop- 
ment of the business. 

He pointed out that men and women 
of our country want security. Life in- 
surance companies sell security and 
make it possible to have security and 
at the same time enjoy the liberty and 
freedom of the United States. 


Participating Groups 


William L. Hardy, West Coast Life, 
San Francisco and zone chairman of 
the general agents and managers com- 
mittee was introduced at the opening 
session. He conveyed to the conference 
the best wishes of the national asso- 
ciation. 

Robert L. Altick, Massachusetts Mu- 
tual, was area chairman of the N.A.L.U. 
committee that arranged the details of 
the conference. Life Insurance Man- 
agers Assn. of Los Angeles was host 
association. Member associations par- 


ticipating in the conference included, 


Los Angeles, San Diego and Long 
Beach. Cal., and Arizona. 





Coverage thats complete... 











ESERVE LOAN LIFE POLICIES HAVE IT, TOO! 


Life insurance for every purpose, in combination or 
not .. special policies for specific needs . . flexible 
selling plans to answer any individual need — 


A liberal line of A&H policies that include outstand- 
ing advantages .. lifetime accident and sickness 
from the first day . . over-age accident and sick- 
ness to age 75.. hospital and surgical policies, 
individual or group, no age limit — 


These are some of the reasons why we say, when 
you sell Reserve Loan Life policies, you sell them 
all — the coverage is complete. And, you not only 
have more opportunity to sell, but you make more 
on each sale, for Reserve Loan pays generous com- 
missions. You have the backing of Reserve Loan’s 
52 years’ standing as a legal reserve stock company 
and every assistance and cooperation from the 


home office. 


RESERVE LOAN LIFE 


Insurance Company of Texas 


A REGISTERED POLICY COMPANY 
DALLAS, TEXAS 


ESTABLISHED 1897 


,  &IFE, ACCIDENT, HEALTH AND HOSPITALIZATION FOR THE INDIVIDUAL, FAMILY OR GROUP 


x 





Non-Medical Experience 
Generally Satisfactory 


(CONTINUED FROM PAGE 8) 


year expense differential per $1,000 has 
steadily decreased over the years from 
approximately $3 in 1941 to $1.50 in 
1947. Although the renewal differential 
had not decreased to date, some reduc- 
tion in the margin was to be expected. 

W. Allan, Home Life, reported that 
the overall preferred risk policy mor- 
tality was 20% lower than on standard 
policies, with less advantage at the 
higher ages. 

M. Gelles, associate actuary, Mutual 
Life of New York, also reported 20% 
lower overall mortality on preferred 
policies and lower unit costs per $1,000 
since many costs per policy were much 
the same as for standard policies. 

W. A. Merriam, Metropolitan Life, 
stated that their mortality experience 
on preferred risk policies was only about 
10% below standard policies but that 
costs per $1,000 were substantially low- 
er. Their differential between preferred 
and standard mortality also decreased 
at the higher ages. 

M. J. Goldberg, Equitable Society, in 
discussiing unit costs suggested that 
these should be examined in relation to 
the overall picture in view of prevailing. 
higher average policies. Maximum pol- 
icy limits should not be set at such a 
low level as to restrict service to the 
public. 


Form Life Company to 
Write Credit Insurance 


HARTFORD—A new life company, 
Resolute Credit Life, is to be organized 
and operated here. It will be a wholly- 
owned affiliate of Resolute, now operat- 
ing in automobile and chattel financing. 
It will write insurance on the life of a 
purchaser or borrower for the duration 
of a loan on an automobile or chattel 
purchase. Resolute is the largest exclu- 
sive writer in the country of auto phys- 
ical damage insurance for independent 
finance and loan companies, banks, and 
car dealers financing their own time 
lines. Its premiums the past 12 months 
topped $11 million. 

Resolute Credit is chartered under a 
special act passed by the Rhode Island 
legislature. It provides for initial capital 
of $200,000 and $100,000 paid-in surplus. 
Authorized capital is $1% million. The 
company was chartered in Rhode Island 
because the parent company’s charter 
was originally obtained there. 





L. A. Supervisors Meet 


Intelligent prospecting instruction was 
the topic of a meeting of Life Agency 
Supervisors Assn. of Los Angeles. 
George Kenney, Fidelity Mutual; Gor- 
don Prior, Manufacturers Life; Charles 
Gibbs, Mutual Benefit, and Elmer Crum- 
ley formed the panel for discussion. 

Consensus of the forum stressed the 
following points: prospect cards, trade 
publications, company books, progress 
reports and the value of direct mail tech- 
niques. 

Denton T. Hammond, Aetna Life, 
was named chairman of the nominating 
committee which will report at the 
June meeting. 





New Va. Life Company 


Colonial Life & Casualty of Richmond, 
Va., a co-operative, has been granted a 
Virginia charter to begin business with 
a membership of not less than 200 per- 
sons insured for not less than $50,000. 

Officers include John C. Goddin, presi- 
dent; William M. Blackwell, vice-presi- 
dent, and Gordon H. Andrews, secretary- 
treasurer. 





Farmers Union Services, Inc., has 
been organized at Chippewa Falls, Wis., 
by Wisconsin Farmers Union as an in- 
surance department. The new unit will 
“promote and finance mutual and fra- 
ternal insurance organizations and loan 
them money and other assets on their 
notes and securities.” 


C.L.U.’s Field Leadership 
Defense Against Reds 


(CONTINUED FROM PAGE 1) 


best salesmen in the country, potenti. 
ally the greatest force for influencing 
public opinion in America,’ Mr. Han- 
selman declared. “They know that 
these 200,000 men will fight unfair taxes 
and in so doing help defeat the plan to 
eliminate the middle class. They know 
also that these 200,000 men are preach- 
ing the gospel of individual freedom by 
showing men and women how to build 
their own financial security without 
submitting to the fetters of paternalis- 
tic socialism. 

“The communist seldom gets into the 
fight himself. He would rather throw a 
stink bomb into the midst of his enemies 
and watch them turn on each other. One 
fellow says to the other, “You smell 
bad”, the other says to him, “It’s not 
me, it’s you.” The first thing you 
know, there’s a free-for-all fight and 
everybody gets beaten up while the 
subversive influence watches from the 
side-lines—smirking while his enemies 
destroy themselves.” 





Boston, Cleveland Only Big 
Cities with April Pluses 


Boston, with an 8% increase and 
Cleveland, with 7%, were the only large 
cities to show an April increase in sales 
of ordinary. They were also the only 
large cities with an increase for the 
first four months, Boston’s being 5% 
and Cleveland’s 2%. 

Following are the percentage de- 
creases for April and the first four 
months, respectively, for the other large 
cities, according to L.I.A.M.A.: Chi- 
cago, 6 and 9; Detroit, 8 and 7; Los 
Angeles, 1 and 5; New York City, 8 
and 9; Philadelphia, 8 and 4; St. Louis, 
2 and 4. 

Nebraska, with 20%, showed the big- 
gest April gain among the states, Dela- 
ware being second with 17% and North 
Dakota third with 15%. Delaware led 
for the first four months with 10%, 
New Jersey second with 9%. 





Pennsylvania Federation 
Elects Hadley, Thomas 


At the annual meeting of the directors 
of Insurance Federation of Pennsyl- 
vania at Philadel- 
phia, Samuel H. 
Hadley, supreme 
president of Pro- 
tected Home Cir- 
cle, Sharon, was 
elected president. 
John M. Thomas, 
president of Na- 
tional Union Fire, 
Pittsburgh, was 
chosen first vice- 
president. 

Vice - presidents 
include: Dodd Bry- 
an, general mana- 
ger of the metro- 





S. H. Hadley 
politan department of North America; 


Frank D, Buser, Fidelity Mutual 
Life; Samuel J. Carr, resident vice- 
president of Standard _ Accident; 


William B. Corey, secretary-treasurer 
of Provident Indemnity Life; 
Waldron, broker, all of Philadelphia; 
William M. Guthrie, comptroller Reli- 
ance Life; Edward A. Logue, special 
agent Insurance ‘Co. of the State of 
Pennsylvania, both of Pittsburgh. 





Receipt Not a Temporary Policy 


The Georgia court of appeals, uphold- 
ing the trial court, has held that the 
conditional receipt which a life agent 
gave an insured did not constitute a 
temporary policy. The court pointed 
out that if the plaintiff’s contention was 
correct, the company might as well turn 
over its non-medical policies to the so- 
liciting agents and home office inspec- 
tors and permit them to issue policies 
directly. The case was Maddox vs. 
Life & Casualty. 
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Hold Forums to Resell Insured Pensions 


(CONTINUED FROM PAGE 3) 
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real understanding of mortality can 
accurately predict costs on this score. 
There is no way of saving money by 
cutting on mortality estimates, he de- 
clared. In fact, the resulting trouble that 
can follow a mortality assumption 
which is too light is a threat to annui- 
tants, corporations and the whole fabric 
of economic security, Mr. Peterson 
stated. 


Both Are Mass Deposit Methods 


Mr. Hines indicated that the self- 
insured trusteed method and the deposit 
administration method now offered by 
life insurance companies are both similar 
mass deposit methods of estimating and 
providing an original loose fund which 
offers some flexibility not provided by 
the guaranteed deferred group annuity 
basis. He indicated that the guaranteed 
deferred group annuity is still by far 
the best plan for smaller risks and that 
there is no cost saving between a mass 
method and the guaranteed individual 
equity method. Where the initial as- 
sumptions in a mass method are cut 
rate and short-sighted, nobody is back- 
ing up these assumptions, he pointed 
out. Considerable damage is. done to 
all parties when these assumptions are 

} ' 

Mr. Hines went on to say that in 
addition to the mortality problems 
which an insurance company under- 
stands and can plot with comparative 
certainty, the only other factors in 
pension costs which count are interest 
earned on the funds and administration 
costs. He said that Equitable Society 
has shown an over-all earning rate that 
can match or better anything which a 
bank or any other investor can offer. 
He indicated that some employers are 
being taken in by extravagant promises 
of what corporate trustees will do in the 
way of interest earnings without re- 
quiring these trustees to show figures 
which would substantiate these prom- 
ises. 

As to expenses, Mr. Hines indicated 
that, taking the average trustee’s fee 
and independent actuary’s fee and 
matching them with the life insurance 
company charge, one will discover that, 
though the cost may be higher in the 
earlier years, in the long run the ad- 
ministrative cost of an insured pension 
is less than a trusteed one. In addition 
to this, the corporation with the in- 
sured plan has use of the broad facilities 
and assets plus the trained and expert 
staff of an insurance company to back 
up a plan. 


Inflation Hits Final Pay Plans 


Mr. Hines turned to immediate exi- 
gencies in the pension situation, com- 
menting that inflation has pointed up 
the inadvisability of plans based on 
final pay. Some plans today which are 
based on the final pay of annuitants 
have incurred 50% greater cost because 
wages and salaries have risen so. 

Likewise, he indicated that money 
purchase plans don’t do for people hired 
in older ages or whose income goes up 
with older age. 

In indicating that it was premature 
to bother about revision in the face of 
social security changes, Mr. Hines said 
that even if these changes are liberal, 
there should be very little adjustment 
of pension plans necessary, and the 
additional social security money will 
Primarily take care of plans which are 
inadequate because of present inflation. 
The only change that will have to be 
made in most plans will be on the in- 
difference between $3,000 and a new 
social security base, whatever it may be. 

Mr. Hines advised employers to ac- 
cept the fact that collective bargaining 
on pensions is here to stay and said 
that the unions are proceeding on this 
assumption. A pattern is emerging in 
union pension demands which divides 
them into two categories, he pointed 
out. 

The first type is the UAW joint board 
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of trustees, which evidently will be the 
pattern for most of the CIO demands. 
UAW proposes to compose these joint 
boards of union members, employe rep- 
resentatives and representatives of the 
public. This sort of a board gets away 
from specific technical ‘bargaining by the 
joint board of trustees. Apparently, as 
envisioned by the UAW the joint board 
will agree on the broad details of the 
pension plan and on the general amounts 
to be paid to employes. The minute and 
technical details, including whether the 
plan is to be insured or trusteed, would 
be decided later by appropriate experts 
and taken out of bargaining, strictly 
speaking. 

In the other category are the rather 
formal pension demands drawn up by 
unions which have worked out all the 
details of the plans they desire in ad- 
vance. This puts a large area of tech- 
nical and actual control in the hands of 
the unions. 

Mr. Hines spoke of the dangers in- 
herent in pensions entering as fluid a 
category in labor relations as wages, 
with constant upward revisions and cap- 
itulations by employers and surrenders 
to short range expediency getting 
these long-range plans into serious diffi- 
culty. He pointed to the danger of an 
employer figuring that he will go along 
with a pension demand by a union on 
the grounds that the union men are also 
responsible, so why shouldn’t a chance 
be taken. 

Not only did Mr. Hines say that the 
flat benefit pension plan is here to stay, 
but he also presented a possible solution 
fer the smaller employer who may be 
faced with a flat pension demand, such 
as the $100 a month demand of the 
UAW. The smaller employer may be 
able to slide in an agreement with the 
union that the flat $100 benefit may be 
inclusive of social security benefits. He 
pointed out that the National Steel Co. 
of Weirton, Pa., has been able to obtain 
such an understanding, and others in 
the steel industry are expected to fol- 
low, This plan is particularly valuable to 
the employer who is faced with having 
to provide pensions for hourly wage 
workers for the first time where the cost 
involved would be large if the $100 flat 
benefit were not inclusive of social se- 
curity. 

In response to questioning, Mr. Hines 
and his teammates indicated that they 
knew of no flat benefit rate pension plan 
which has yet been approved by the 
Treasury, but said that they could 
imagine no barriers to approval of such 
plans. It was brought out that one 
weakness of this flat benefit pattern 
is that so far it appears almost impos- 
sible to vest the employe’s interest. 

The Equitable Society men empha- 
sized strongely that where white collar 
workers have had a pension plan and a 
corporation is forced to bring wage 
workers under a _ jointly controlled 
agreement with the union, every attempt 
should be made to preserve the white 
collar group annuity, because the joint 
board can’t do much to damage an ex- 
isting group annuity. They said that 
one important consideration of the fu- 
ture will be trying to get over to top 
union leadership some of the dangers of 
giving up guaranteed and adequate bene- 
fits for some new plan. 





Ohio Federation Elects 


Insurance Federation of Ohio at its 
annual meeting at Columbus reelected 
Frank R, Middleton, Columbus, as presi- 
dent. Vice-presidents include M. R. 
Dodson, Ohio Natfonal Life, who is 
also chairman of the life committee, 
and W. G. Alpaugh, Inter-Ocean, chair- 
man of the A. & H. committee. 

The governing committee includes 
Carl -Mitcheltree, Columbus Mutual 
Life; Frank L. Barnes, Ohio States 
Life, and James B. Yaw, Columbus, rep- 
resenting fraternals. 
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This was due more to term riders than dent Mutual, urged actuaries to show 
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t tion and family income fill real needs thinking in this field. The current pro. | —— 
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Life & C ity Co t nent insurance will do. a better job, cial attention to social insurance. civil’ P 
ie asualty Company no but it does fill a need in programming. z i a service 
only provides security for your Sissi Heisei Railroad Retirement Experience a 
prospects, but also security F P ag 1 : Joseph Musher, chief actuary, Rail- Se 
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whole family. the sales advantage for term insurance of what can happen when disability | jresent 
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mortality. The cost of living has im- does not reduce the annuity in the pe 
plemented the trend, Charles F. Rich- eyent the employe is retired on ac- Miahet 
ardson, assistant actuary, Mutual Life count of disability prior to normal re- Pe 
of New York, said. tirement age that privilege is freely | yas po 
Elgin G, Fassel, actuary Northwest- used with the result that those annu- | medical 
ern Mutual, sounded a note of caution jtants coming under the non-disability ll the 
on over-emphasis of term insurance and retirement provisions represent a super- : id tl 
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to permanent insurance as soon as pos- _— Robert J. Myers, actuarial consultant onl 
sible. Social Security Administration, re- | This wi 
mae that one must keep close | to then 
surveillance over their experience so 
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erick P. Sloat, consulting actuary of Cial insurance system there are no such | inherent 
New York City, emphasized that the concepts of individual equity. Rather the | individu 
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former may appear to be cheaper, be- The improvement in investment earn- | for thos 
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into account the fact that present treas- to settlement option losses, and neces- | similar 
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Now you can offer them a plan whereby all underwriting principles on pension trusts program it would be well to make| ;, possil 
their fervent imagination, as to their child's of at least 25 lives. Mortality experi- realistic gross premium valuation con- ape 
future, is secure. ence has been very close to that on sidering all future sources of both in- especiall 
regular group insurance on non-hazard- come and outgo. tune ft 
Ist. LIFETIME FINANCIAL SECURITY ous industries, he stated. W. M. Anderson, general manager Slopted 
2nd. PROTECTION EVERY YEAR OF LIFE in the discussion of group, D. H. North Amersse Lite, ‘Sevcata SEG sada 
2 Harris, Equitable Society, outlined the that the difference in yield between jj 3. 
3rd. FUNDS FOR EDUCATION extra expense and additional benefit corporate debt and preferred stocks had if — 
4th. AMPLE FINANCIAL BACKGROUND costs that may be assessed upon private shown increasing spread in recent years Be 
5th. FAMILY PROTECTION cash sickness plans in California and without evidence of change in their i. rind rs 
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tutional funds available for investment |i.) fc 
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been prepared for you. Write for Contact us at once for representation. .M. H, Alvord, Connecticut General, DUY@n tor 3 : a bl Ber all if ture | Peneficiar 
the complete story, so that you, discussed the various approaches used main wou probably meet a utu practicaly 
too, can share in this splendid For full details write to fit group annuities to the pension a ae i tuary | 2 Policy 
promotional campaign. Norman B. Anderson, Supt. of Agents desires of unions for their members. A cies Miammemedia, bi 
specific problem is to provide for a Additic 
fixed benefit not dependent upon the in the M 
wage or service level. Unperwr 
H. H. Henningtan, Equitable Society, 
pointed out that the deposit administra- —_—_— 
OF ILLINOIS tion technique was not suited to em- 
AN OLD LINE LEGAL RESERVE COMPANY ploye contributions but advantages in- $20 Millior 
; clude avoidance of a waiting period and Come 
105 W. MADISON ST. om Now -CHe) lack of need for records on active lives. Agency 
Under these plans no funds are: allo- is ex 
cated to individuals until they retire, jan 2 
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Equitable Society, pointed out that 
since annuity mortality rates are con- 
tinually decreasing, reserve strengthen- 
ing for annuittes and life policy settle- 
ments to beneficiaries should not be 
abandoned even though investment in- 
come rates may show some tendency 
to improve. 





MORTALITY EXPERIENCE 


Mortality above age 40, as revealed 
by studies in a number of companies, 
shows a general continuing trend of 
improvement in recent years. Improve- 
ment since the war is in part at- 
tributed to the return of physicians to 
civil practice and improved hospital 
service as well as to technical advances 
made in medicine during the war 
period. Further improvement in lon- 
gevity at the middle and higher ages 
may be expected as a result of the pres- 
ent vigorous attack by the medical pro- 
fession on -the degenerative diseases. 
These trends were confirmed by experi- 
ences with various classes of business 
presented by E. A. Lew, assistant ac- 
tuary Metropolitan Life, W. H. Kelton, 
associate actuary ‘Travelers, Pearce 
Shepherd, vice-president Prudential, and 
Mr. Peterson, Equitable Society. It 
was pointed out however that not all 
medical improvements are available to 
all the population. Mr. Shepherd also 
said that disabled policyholders cur- 
rently receiving benefits may live longer 
through improved medical techniques. 
This will result in payments being made 
to them over longer periods of time 
than anticipated. 

Charles A. Siegfried, assistant ac- 
tuary Metropolitan, pointed out inequi- 
ties arising from past rules which are 
inherent in applying mortality tables to 
individual estate and inheritance tax 
cases, and urged constructive revision 
of the tax laws with full consideration 
of all its ramifications. He stated that 
the solution depends on much more than 
the mere substitution of modern mor- 
tality tables and lower interest rates 
for those used in the past. 

Technical problems on this subject 
were also discussed by John B. Lien- 
hard, assistant actuary Connecticut 
General, and Alden T, Bunyan, associate 
actuary Phoenix Mutual. Richard Hum- 
phrys, chief actuary Canadian Depart- 
ment of Insurance, briefly outlined 
similar problems in Canada. 


Policy Changes 


G. A. Cooke, Canada Life, said the 
cost of policy changes is a large item 
and should be carefully considered. “It 
is possible that we are too careful in 
some cases about legal technicalities, 
especially where policy values are not 
being reduced.” His company has 
adopted several short cuts, such as pol- 
icy endorsements by rubber stamp and: 
using current policy forms on changes, 
if possible. In addition an attempt is 
being made to educate the agency force 
to try to reduce the number of changes. 

. M. Davies, Equitable Society, said 
on changes from lower to higher pre- 
mium forms, the new practice is to 
use differences in reserves plus an ex- 
mere charge, except on early changes. 

isability and accidental death benefit 
are now added by changing reserves 
and using original age premiums. En- 
dorsements are used wherever possible 
and in some cases cashiers endorse 
beneficiary changes. His company has 
Practicaly eliminated change provisions 
i policy forms although, as a practice, 
most changes are still made. 

, Additional proceedings were reported 
in the May 13 issue of THE NATIONAL 
UnperwriTEr, 
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their possible prospects and to include 
laundries, florists, ice and coal compa- 
ies, hotels, theaters, auto sales agencies, 
restaurants and so forth. There are 
prospects practically wherever you do 
business, he said. 

Don’t be fooled, he advised, by be- 
lieving that the big group writers are 
going to write all the business, There 
are too many prospects. Many firms 
are already getting fine results through 
direct mail inquiries. The big bulk of 
the cases have less than 500 employes, 
he said, and they are waiting to be so- 
licited. These prospects are in the un- 
enviable position of being forced to buy 
the coverage whether they like it or not, 
he said. Agents, he thinks, will find the 
time spent on producing the average 
small case equal to the income from a 
$10,000 life policy. He suggested using 
a package sale approach and not stick- 
ing only to group A. & H. 

He said that the agent doesn’t have 
to become an expert but could get a 
group field or home office man in on 
the case to help him out. Don’t neg- 
lect a whole year’s work in ordinary 
production, he cautioned. 

The agent will have to handle small 
cases on his own, he said. He advised 
careful study on the plan because em- 
ployers and personnel managers have 
been educated about the bill too. He 
suggested contacting only the prospects 
the agents know. He considers cold 
canvass to be impractical. 


Advantages of Private Plans 


He cited, a number of advantages of 
insured plans over the state fund. Based 
On experience in other states the cost 
should be less. State fund rates will 
have to be high to take care of unde- 
sirable risks. The service and claims 
work may not be as efficient as the 
private companies provide. The gov- 
ernment inevitably has red tape. Pri- 
vate plans can avoid it. The state fund 
cannot be integrated with group life, 
A. & H., or hospital ands surgical. It 
provides only an inflexible minimum. 
Private companies can tailor their plans, 
Finally competition among private car- 
riers will produce superior results gen- 
erally. 


Salary Continuance Competition 


The advantages of insuring in a pri- 
vate company rather than adopting self- 
insurance or salary continuance plans 
are numerous, he said. The employer 
must put up a bond or continue the 
salary of his employes and keep burden- 
some records. There is a possibility of 
epidemics, the worry of which he can 
be relieved of by insuring in a private 
carrier. He need not keep any statis- 
tics and he will have no penalties or 
liabilities. There is no need in private 
plans for one person in the firm to be- 
come an insurance expert. The private 
carriers print booklets which go to all 
the employes explaining the coverage. 
Under private plans there is no need for 
the employer to submit a private salary 
continuance plan to the state. Benefits 
provided by private carriers are not 
subject to income tax as salary continu- 
ances are. Insurance carriers can serve 
as a buffer for employers on malinger- 
ing cases. 


Typical Sales Situations 


Giving some sales tips on typical situ- 
ations which the agent might be con- 
fronted with, he said that if a prospect 
already has A. & H., skip it or per- 
haps find out if the agent is active. If 
not, there may be a possibility of a sale. 
Urging agents to get out and do some 
selling now, he said that if the prospect 
points out that he doesn’t have anything 
to do until July, 1950, it may ibe wise to 
agree with prospects in some cases un- 
til the regulations come out, but others 
can be written at the manual rate now. 
The rates may be changed later when 
the state fund rates are announced. 
Point out to prospects that they ought 


not wait until everyone is swamped 
with business. Get it done now, a year 
ahead of time, so that all the wrinkles 
can be ironed out smoothly. Some em- 
ployers will be enlightened enough to 
take the coverage out a year ahead of 
time and utilize the employe relations 
advantage they get. If the prospect 
says his regular agent will take care of 
it, point out that you will bring in a 
group expert to handle his problem. If 
the employer has employes in a number 
of states, point out how you can sell 
coverage to fit into his program. 


Beating Casualty Competition 


If the prospect is doubtful about go- 
ing into a private plan, stating that he 
doesn’t know what his charges will be 
because the companies are going to be 
assessed, point out that he too will be 
assessed by the state. If the prospect 
says that the workmen’s compensation 
carrier will write it, stress the fact that 
life companies are more efficient than 
casualty companies in writing the busi- 
nes, he said, because they have been in 
it for many years. Finally point out 
that there will be dividends and rate 


credits from the life companies and that 
this may produce a lower cost than the 
casualty companies offer. 


N. Y. Jewish Appeal Drive 
Nets $34,450; Freid Honored 


Doubling the amount collected in 
1948, the life insurance division of the 
United Jewish Appeal drive for Greater 
New York raised $34,450 at a testimonial 
luncheon to Isadore Freid, general 
agent of New England Mutual in New 
York City. Clarence Oshin, manager 
Home Life of New York, division 
chairman, was’ toastmaster. David 
Marks, Jr., Mr. Freid’s co-general agent, 
presented him a scroll of distinction on 
behalf of the division. 


Stage Drive for Agency Director 

Members of Reserve Loan Liie’s 
north Texas division cenducted a three 
week production campaign in honor of 
A. C. Raines, Sr., agency director of the 
division, who celebrated his 30th year 
in the business. The drive resulted in 
57 applications totaling $407,529 new 
business. A bouquet of 41 roses repre- 
senting the new business was presented 
to him as a surprise at the home office 
at Dallas. 
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Wilkes-Barre, Pa., General Agent 


Mutua TRUST LIFE general 
agents are not only able to increase 
immediate earnings on production 
of new men... but they will also 
have a higher lifetime income... 


including a living 


and persistency income. 
with a liberal agent’s contract to 
offer new men and the best in low 
net cost policies, Mutual Trust 
Life general agents have a triple 
advantage. 
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L.O.M.A. Holds Session at Chattanooga 
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for administrative responsibility may well 
start with a specialty, Mr. Piper said the 
lawyer, the accountant, the actuary, and 
the investment man, to mention only a 
few, have the advantage of having gotten 
down to earth. He has had to find out 
what the facts were on a particular prob- 
lem, Mr. Piper said, and either reach a 
decision or make a responsible recom- 
mendation which can be the basis for 
someone else’s decision. 


But when he ceases to practice his 
specialty and becomes an administrator, 
Mr. Piper said, “I think it is well for him 
to divorce himself from his specialty and 
see to it that someone else takes the 


primary responsibility for the type of 


work he formerly did. Above everything 
else, one who may be called on to do 
administrative work should improve his 
skill in personal relations. Here we are 
talking about the very core of person- 





You HAVE 





IN EVERY 









COMMUNITY 





MODERN WOODME 


WHEN YOU'RE WITH THE 


N FIELD FORCE 













More than 8000 local camp secre- 
taries, who’ collect payments from 
members, gre valuab aids for 
agents in the acquisition and conser- 
vation of business. Friendly and 
well-known in his community, the - 
camp secretary is a “natural” as a 
center of influence. : 











\ 


camps te 
$ pu 


jety to non-members. 

rr, Fp oe Wg ners," —_* goon 

agents’ training program esta 

lish the Modern Weedmen field man 

in an ares end well-paying 
sion. 








ISLAND ILLINOTS 


ROCK 








AID ASSOCIATION 
FOR 


LUTHERANS 


Pertinent Statistics January 1, 1949 


LEDGER ASSETS 
INSURANCE IN FORCE. . 


BENEFITS PAID SINCE 
ORGANIZATION 


o's @ 0 © 6*6 


eer ee 


Be Over $105,000,000 
fale Over $462,000,000 


ss oe Over $ 49,000,000 


HOME OFFICE: APPLETON, WISCONSIN 









ality. ‘No one of us is fully mature; all of 
us can look forward to making further 
progress. f 

“Finally, anyone considering adminis- 
trative work would do well to broaden 
his interests beyond the borders of his 
particular business. He cannot and 
should not try to become an expert in 
many different fields. On the other hand, 
if he has something of the intellectual 
jack-of-all-trades about him, it will help 
him to establish contact with the people 
he meets. He will have something else to 
think about when his mind is weary of 
the insurance business and he will better 
retain the sense of wonder which ev- 
perience needs if it is to ripen as wis- 
dom.” 


CENTRALIZED PLANNING 


The wisdom of a centralized planning 
section even in a small life insurance 
company was emphasized by G. C. Bod- 
diger, administrative coordinator Conti- 
nental Assurance. He declared that any 
clerical organization of 75 or more 
people can profitably utilize the full time 
of a qualified staff planning man. 

A centralized organizational location, 
Mr. Boddiger said, frees the planning 
man of any taint of favoritism to any 
particular department and also acquaints 
him with the foremost problems of the 
organization without regard to their 
complexity or departmental location. 

Profitable investment policy is one of 
the backbones of successful life insur- 
ance operation, Mr. Boddiger declared, 
yet one of the lucrative fields is often 
ignored. Savings in operating expendi- 
tures can be as profitable as earnings on 
security investments; an investment of 
$5,000 a year in a planning department 
can easily save its cost and add profits 
besides. . 








Simplifying Field Operation 


How life insurance companies can 
simplify clerical operations in the field 
offices was described by Joseph Hahn, 
assistant general manager of the agen- 
cies service department Prudential. 

Pointing out that work simplification 
programs are usual in home office opera- 
tions, Mr. Hahn reviewed the steps his 
company has taken .to extend this pro- 
gram to its field offices. Three functions, 
he said, have been followed: to survey 
the various operations performed by field 
clerks and effect simplified methods and 
procedures; to review the many forms 
completed by the field clerical staff and 
to study the possibility of greater use of 
modern business machines and office 
equipment. 

Among the accomplishments of the 
Prudential program, Mr. Hahn listed 
the installation of a stub accounting sys- 
tem for ordinary business, a new method 
of handling the field payroll and a re- 
vised program to handle conservation of 
ordinary business. His company now ac- 
complishes this conservation function, he 
said, in a single operation—sending a 
reminder notice to the insured, a conser- 
vation notice form to the agent, a list- 
ing of conservation calls assigned to 
agents and a copy to the office files. 


Organization Manuals 


How a manual of organization and 
operation can help build a cooperative 
and competitive spirit in a life insurance 
company’s home office was described by 
Paul C. Buford, president Shenandoah 
Life. 

Developed by officers of the company, 
its manual is divided into six parts, 
with the basic purpose, Mr. Bassford 
said, to provide the officers and the em- 
ployes of the company with a clear 
statement of what each is authorized and 
expected to do. 

Life insurance executives in a com- 
pany’s home office must establish and 
continue the best possible relationship 
with the field forces and the life insur- 
ance agent, said James R. Adams, direc- 
tor of agencies southeastern division of 
American National. 

Home office personnel must act so that 
their actions unmistabably say to the 
field underwriter, “We think you are an 


important, worthwhile individual and 
we are interested in your welfare,” and 
second, they must act so that they keep 
the field underwriters feeling he can look 
forward to continuing reasonably along 
his way, that the deluge is not likely to 
break around his ears at any moment, 
Mr. Adams declared. 

The field underwriter feels a life jn. 
surance company is essentially a sales 
organization. To him, a company which 
regards its agency operations as merely 
a side-line compared with its investment 
functions is out of sympathy with him 
and out of step with the truth, he said, 


FINANCIAL REPORTING 


The purpose of financial reporting to 
management is to give management a 
sound basis for decision and action and 
not be an end unto itself, Cecil R. Wom- 
ble, comptroller of Volunteer State Life 
asserted. 

Five questions need to be answered, 
Mr. Womble declared, before expense 
figures give management a basis of ac- 
tion—who spent it, how much did he 
spend, how much should he have spent, 
why the difference, and what can be 
done about it? 

If life insurance management is to 
wisely chart a course of expansion or 
contraction, monthly figures on revenue 
and expenses compared with budget esti- 


FRATERNALS 


Bradshow Marks 50th Year 
as Director of W.O.W. 


OMAHA, NEB.—De Emmett Brad- 
shaw was feted by more than 400 
Omahans of Seymour camp No. 16 on 
the 50th year of his directorship of 
Woodmen of the World Life on May 18, 
Farrar Newberry, president of Wood- 
men presented him with a wrist watch. 
Elected a director in 1899, he became 
attorney for the society in 1916, presi- 
dent in 1932 and has been chairman 
since 1943. 























Revise Ohio Fraternal Code 


The Ohio house insurance committee 
has recommended a bill prohibiting a 
life company from paying commission 
to an unlicensed agent. 

The governor has signed a bill revis- 
ing the fraternal code. The house has 
passed and sent to the senate three bills 
authorizing domestic companies to in- 
vest in securities in the world bank. 

The fraternal code changes liberalize 
the designation of beneficiaries, remove 
the $2,000 limitation on non-medical, 
and increase the benefits allowed on 
the lives of children. 
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mates are necessary, J. D. McSpadden, 
yice-president of Liberty National Life 

id. 
at companies approach the job whole- 
heartedly and systematically, work meas- 
urements for clerical operations are en- 
tirely practical in the life insurance busi- 
ness, said Joseph T. Cosby, Jr., assistant 
manager of home office surveys for 
Metropolitan Life. Mr. Cosby declared 
that setting up some standards for cleri- 
cal work is essential for effective man- 
agement and can result in improved 
methods, improved control, improved 
management and reduced expenses. 

A detailed study of how 25 industrial 
life companies handle the transfer of in- 
dustrial business from one debit to an- 
other including transfer to home office 
debits, was presented to the industrial 
seminar by J. W. O’Connor, assistant 
secretary John Hancock. 


Covers 100 Phases of Operation 


Based on the replies to an elaborate 
questionnaire, the report gave itemized 
reports on more than 100 phases of this 
operation, showing the methods followed 
by various types of companies and the 
procedure and rules set up to meet dif- 
ferent circumstances. 

A. W. Anderson, assistant secretary 
London Life was chairman of the semi- 
nar. 

The conference was opened with a 
welcome by J. Finlay Allen, secretary 
Home Life of New York, as president of 
L.O.M.A. and H. Clay Evans Johnson, 
president Interstate Life & Accident for 
the host companies. 

Session chairmen were Charles A. 
Bader, vice-president and actuary, Inter- 
state Life & Accident, who was also 
general chairman; Morris G, Fuller, 
executive vice-president, State Farm and 
Geston Garner, president State Mutual. 


Forums Held 


A forum was held on procedure sim- 
plifications. Participating were: Harry L. 
Archey, Jr., secretary Fidelity Mutual; 
Jack L. Batchler, secretary Kansas City 
Life; Alfred E. DuPlessis, methods and 
planning department Travelers; J. Ar- 
thur Finnegan, assistant planning super- 
visor, Mutual Life; Walter B, Lehmkuhl, 
secretary Guarantee Mutual Life; Nor- 
ris A. Pitt, auditor Washington Na- 
tional; Hess T. Sears, assistant secretary 
Equitable of Iowa. 

Industrial insurance office methods 
and procedures was the topic of the con- 
cluding forum. The participants were: 
Chairman, Horace T. Polk, treasurer Na- 
tional Life & Accident; Lucian F. Blood- 
worth, secretary, Liberty National; T. 
L. Montague, Jr., assistant secretary In- 
terstate Life & Accident; Chris Hamlet, 
secretary Home Security; Walter S. 
Bearden, assistant secretary National 
Life & Accident; John Cummins, man- 
ager, industrial policy department Life 
& Casualty; George Keiser, administra- 
tive assistant Western & Southern, and 
Burt Monroe assistant secretary Com- 
monwealth Life. 


Accountants Have Big Attendance 
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O’Toole of O’Toole Associates of New 
York, the management consultants. 

H. A. Clark, vice-president and west- 
ern manager of Firemen’s, gave a well 
received paper. Mr. Clark had de- 
veloped much insurance historical lore 
in all branches of the business including 
life, and this he presented in appetizing 
fashion. 


Chase M. Smith Is Heard 


Chase M. Smith, general counsel of 
Kemper Insurance, addressed the lunch- 
eon session. He said that most of the 
advocates of the welfare state and what 
is called the social security system de- 
mand a government insurance plan in 
order to eliminate the cost of selling and 
of competition which means cutting 
out agents or salesmen and to elimi- 
note the cost of administration which 
means “you.” 

The unthinking, he declared, are apt 
to leap to the conclusion that since 
insurance is a necessity there ought to 
be no salesmen and that with no cost 
of selling, the insurance money would 
go much further, 

Mr. Smith stated flatly that the idea 
will not work. The salesman is the 
architect of the free social security sys- 
tem. By the efforts of the insurance 
salesman, more people are insured 
against more perils and a greater aggre- 
gate of savings for the future than any 
people on earth. The salesmen have 
created the desire, they have laid out 
the plans, persuaded the people one by 
one and inch by inch to make them- 
selves secure. Each year shows enorm- 
ous aggregate gains, the while main- 
taining the delicate balances and ad- 


justments in human life and the financial |. 


system necessary to keep a civilized 
society on the move. The security 
schemes under totalitarian governments 
equal a loaf of bread and a potato or 
two, and they mean almost nothing in 
the creation of a happy and really se- 
cure life. An iron fist or government 
decree has never in history created 
either happiness or security. He said 
that everything that there is from an 
automobile to a frigidaire to a hair 
curler is something that a sales genius 
has put in your hands. 


Miss the Point 


Government insurance advocates miss 
the fact that it is the absence of so- 
called government security and the ab- 
sence of government business that is 
responsible for the fact that the U. S. 
has the greatest war-making power, the 
greatest production of material, the 
greatest personal freedom and the high- 
est standard of living. 

Insurance was an absolute necessity 
during the war and it remains an abso- 
lute necessity during times of peace. 
It is a method by which the misfortune 
and losses of a few are paid by the con- 





tributions of a group. It is the system 
by which people save their money for 
future use. Destroy this system and 
you have either the dislocations and the 
stress that come from individual mis- 
fortune or you have the same job done 
by the government and no one relishes 
the idea of having a government deter- 
mine how much and for what purpose 
he will save, how much he will be paid 
for a loss, or what he will use his 
money for if he collects a loss. 

The saving of personal work if the 
government does this job is zero; 
There is merely turned loose on the 
public a horde of government em- 
ployes running an insurance system for 


the benefit of some politicians and kick- 
ing the people around, because a state 
monopoly has no incentive to run a sys- 
tem that accommodates itself to the 
needs of the people or which is attrac- 
tive to them. 

Mr. Smith said that a responsible state 
officer expressed the opinion to him 
that the public system of unemployment 
insurance could be underwritten by pri- 
vate companies with a vast benefit to 
the public in expenses of operation and 
cost of the entire system. Screening of 
claims would rid the public of the cost 
of unnecessary payments, weed out 
fraudulent claimants, and serve to pro- 
vide real unemployment benefits when 
they are deserved. Private administra- 
tion of this with salesmen, manage- 


ment and labor working together would 
produce greater benefits, more equitable 
plans and greater satisfaction. 











There’s a definite connection... With this picture of 
protection...And the man who seeks a plan...To protect 
his entire clan...To safeguard your little brood...and assure 

their livelihood... Just call the B.M.A. 
man...About the Family Security Plan. 
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FTC Holds Second Hearing 
on Mail Order Practices 


(CONTINUED FROM PAGE 1) 


in answer to inquiries and a letter from 
a company official initiating correspond- 
ence. Mr. Berge replied circular letters 
might be included under the definition. 

“T don’t have any fear about circular 
letters,’ Mr. Berge replied, indicating 
they would come under the code. In- 
dividual letters, if they involve fraud, 
would come under the mail fraud sta- 
tute, he said. A code of advertising 
should not apply to personal correspond- 
ence, 

Mr. Berge said the companies in his 
association submit all advertising mat- 
ter to him for approval, “and I take 
responsibility for it,’ but he could not 
do that with respect to personal cor- 
respondence, nor could company coun- 
sel, he thought. Specifically, he ob- 
jected to FTC elimination of the per- 
sonal correspondence exemption from 
the rules proposed by his association. 

Reviewing rapidly the FTC code, Mr. 
Berge OK’d rules 1, 2, 3, 6, 7, 8, 9, 12, 
13, 14, 15, 16, 17, 18, 20. On rule 3 he 
objected to. the proposed requirement 
that non-deceptive and conspicuous dis- 
closure be made in close conjunction 
with representations of coverage of 
benefit. 


Meaning of “Close Conjunction” 


“Does ‘close conjunction’ mean in 
the same sentence, or line or on the 
same page or in the same leaflet?” he 
inquired. “Non-deceptive”’ would be 
sufficient without “close conjunction”, 
he said. 

Mr. Berge opposed inclusion of FTC 
rule 21 making it an unfair practice to 
sell a policy when the industry member 
concerned “does not promptly fulfill his 


contractual obligations on meritorious 


claims in accordance with the terms of 
the policy.” j 

Rule 21 makes the commission arbi- 
ter of every claim in dispute, Mr. Berge 
said, and would be impossible to admin- 
ister. Disappointed claimants in hordes 
would move on FTC to get their claims 
paid and let the government assume the 
expense of litigation. As an alterna- 
tive to abolishing the rule entirely he 
urged it be made clear that it applies 
only to a steady course of conduct of 
not paying proper claims. 


Suggests Service of Process Rule 


He suggested a new rule on service 
of process providing that his companies 
are as a matter of policy willing to ac- 
cept service anywhere where such serv- 
ice is similar. It would be very difficult 
if states had different requirements in 
this respect, it is hard to get uniform 
laws and therefore it would be appro- 
priate to have a federal rule of this sort. 
Further, on policies and in advertising 
the insurers would show jurisdictions 
where they will accept service or those 
where they won’t. 

He asked for reinstatement of rules 9 
and 10 as suggested by his organization. 
They deal with limitations of time or 
amounts payable and with benefits pay- 
— only for specific losses or causes of 
Oss. 

Mel Hobart of Ministers Life & Cas- 
ualty objected to rule 20 providing in- 
surer must make it clear there is possible 
or contingent liability in excess of 
stated premiums. This he said is pre- 
judicial and should be eliminated. It 
attempts to create a distinction between 
assessment and mutual-stock companies 
to the detriment of the former. A good 
case can be made for superiority of 
assessment over stock and mutual car- 
riers in the A. & H. field, he declared. 
State law already provides safeguards, 
he said. 

The proposed rules are inadequate, 
Walter F. Martineau, New York deputy 
superintendent, contended. They don’t 
deal with quality of coverage and are 
not as comprehensive as the commis- 
sioners’ statement of principles of the 
A. & H. industry’s official guide. For 


example they don’t prohibit puffing, 


creating the impression of greater gen- 
erosity than terms of the contract. He 
suggested the rules need clarifying and 
extending and he recommended FTC 
study the official guide and principles. 

Mr. Hubbard said it was never in- 
tended that FTC rules should be as de- 
tailed as state regulation or cover where 
state regulation does. 

Mr. Harrington agreed with Mr. Mar- 
tineau. He suggested that before final 
promulgation of rules FTC outline the 
jurisdiction between it and the states; 
specify the companies to which the rules 
apply; tell how far FTC will delve into 
claim practices and financial conditions. 
Jurisdiction, he said, probably can be 
settled only by a U. S. Supreme Court 
decision on the meaning of the phrase 
in public law 15 “to the extent insurance 
is not regulated by the states.” 

John Gage appeared for Postal 
Life & Casualty and Wilbert Rogers 
for Mercury Life of San Antonio. 


A.I.A. HOLDS MEETING 

WASHINGTON—Members of Assn. 
of Insurance Advertisers met here Tues- 
day in the offices of its general counsel, 
Wendell Berge, to consider revised trade 
practice rules proposed by federal trade 
commission for the mail order industry, 
and what position to take at the hearing 
scheduled for Wednesday on charges 
mide by the commission. 

The annual meeting of the association 
was scheduled to be held after the FTC 
hearing. President is E. J. Becker, Mu- 
tual Hospitalization, Wilmington, Del.; 
vice-president, S. Brad Hunt, American 
Life & Accident, St. Louis; treasurer, 
Ross J. Ream, National Protective, Kan- 
sas City; secretary, Charles H. Rowan, 
Milwaukee. ; 





John Hancock Promotes, 
Reassigns Industrial Men 


John Hancock has made eight promo- 
tions: or transfers within the district 
agency department. William D. Bayless, 
previously district manager at Cedar 


Rapids, Ia., became district manager at 
Syracuse, N. Y. Regional Supervisor 
Clarence E. Dueber of the west central 
territory has succeeded Mr. Bayless at 
Cedar Rapids. 

Former assistant district manager at 
Dallas, Harry Levy, became dis- 
trict manager at Oak Cliff, Tex. He 
succeeds John F. Mazolf. 

Robert W. Moore, assistant district 
manager at Houston, Tex., has been 
promoted to district manager there suc. 
ceeding Ralph R. Steffa, who is trans- 
ferred. 

Taking over Mr. Dueber’s position js 
Lawrence E. Byers, who has been assis- 
tant district manager at Des Moines, Ia, 

On June 1, the presentRoxbury,Mass,, 
district will be divided into the Roxbury 
and Dorchester districts. New manager 
at Roxbury will be Ernest D. Rejo, who 
succeeds the late Fred J. Carr, while 
Andrew M. Cronin will be district man- 
ager at Dorchester. Mr. Rejo has been 
district manager at East Boston and Mr. 
Cronin has been assistant district man- 
ager at Springfield, Mass. Pasquale J, 
Bastardo will be the district manager at 
East Boston. He has been assistant dis- 
trict manager at Worcester, Mass. 





Development Chief 





Earl W. Hatch, 
whose appointment 
as development su- 
pervisor of the Jor- 
dan agency of Mass- 
achusetts Life in 
Chicago was report- 
ed in last week’s is- 
sue, was formerly 
agency secretary of 
the Illinois depart- 
ment of Reliance 
Life at Chicago. He 
will be responsible 
for preparing audits 
and illustrations and 
for educational workamong new agents. 





Earl W. Hatch 








LIFE 


LOOK AT THE MONEY 


35c at 
99c at 


2.00 at 
LOWEST PREMIUM — 


20% initial benefit 
2% per month for 10, 


at age 6 months! 


clause 


All these — PLUS — 


FINEST LINE OF HEALTH AND 
including LIFETIME DISABILITY, 


Watch your earnings double and triple with 
pletely. See how much MORE Sterling can 
tion now concentrated in seventeen states. 








I STERLING 


AY IAA AHA Geuurue 


WITH THE HIGH COMMISSIONS STERLING 
GENERAL AGENTS PAY FOR - - - 
WHOLE LIFE with 20-year net cost of 


FAMILY INCOME PROTECTION with 


Full face value at end of period 
JUVENILE 20-PAY with FULL FACE AMOUNT in force 


COUPON 20-PAY LIFE with Return of Premium Benefit 


and all standard forms of life insurance 


America’s No. 1 Medical — Surgical — Hospital 
coverage at TOP COMMISSIONS, 


GIVE YOU SELLING TOOLS SECOND TO NONE! 


Sterling Insurance Co., 108 Sterling Building, Chicago 11, Illinois. 


YOU CAN MAKE 


age 20 
age 30 
age 35 
HIGH CASH VALUE 


15 or 20 year period 


ACCIDENT, 


a satisfied clientele you can service com- 
offer you in high-powered agency opera- 
Write today to L. A. Breskin, President, 








INSURANCE COMPANY 
CHICAGO 


Y sQéEHE 





YUM 





27, 1949 
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AN EQUITABLE BRIEFCASE 
One of a series of advertisements illus- 
trating how a life insurance agent serves 
his community by selling life insurance. 





What's This Magic Cement in Andy MacAdam’s Briefcase? 


ANbDY MacApam’s cement is not used on bricks or 
building blocks...but on people! It holds families 
together—keeps kids from being “farmed out” to 
relatives or offered for adoption—maintains homes 
intact after the breadwinner dies. 

Actually, if Andy were to take a census in his 
home town, he’d find no less than 26 widows who 
are able to be “full time mothers” to their children, 
thanks to his magic cement... life insurance. 

Tucked away in that same briefcase is freedom 
from worry for fathers of families... help for busi- 
ness’ men on basic problems of management... 
future security for friends and fellow townsmen 





tisren ro “THIS 1S YOUR FBI” 


... Official crime-prevention broadcasts from 
the files of the Federal Bureau of Investiga- 
tion...another public-service contribution 
sponsored in his community by The Equit- 
able Society Representative. 

EVERY FRIDAY NIGHT + ABC Network 














who call on him for aid. Andy MacAdam is an 
Equitable Society representative—and an extremely 
successful one. 

Men of his stamp have a right to the highest title 
that can be awarded in a democracy. He’s Andy 
MacAdam, Good Citizen...a man who does much 
more than his share to make his home town a better 
place to live in. 

That’s why Andy wouldn’t trade jobs with anyone 
else in the country. As a member of an honored pro- 
fession...aS a representative of an institution like 
the Equitable Society, he holds the respect and 
regard of every one who counts in his community. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


THOMAS 1. PARKINSON, President+> 393 Seventh Avenue, New York I, N.Y. 

















Salute to Achievement! 


tna Life’s great Corps of Regionnaires is composed of salesmen who have 












distinguished themselves by outstanding performance in the sale of life, accident 
and group insurance. Members will gather again 

this summer from the four corners of the United States and Canada 

for their twenty-first annual conferences. 


This elite group traditionally has met high standards of 
professional underwriting. As contributors to the security, social 
welfare, and future economic stability of their communities, 
Regionnaires have earned genuine respect and admiration. 









Gaeenbricn flotel 


WHITE SULPHUR SPRINGS, WEST VIRGINIA » 
JULY 24 THROUGH 27 








CALIFORNIA 
JUNE 26 THROUGH 29 










Sag me joven 


— aranac San 


UPPER SARANAC LAKE, NEW YORK 
JULY 6 THROUGH 9 


AAETNA LIFE INSURANCE COMPANY 
VE HARTFORD 15, CONNECTICUT 





